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You Said a mouthful — 


Collectrite Service does give you better custom- 
er relations. Collectrite Service recovers past-due 
accounts and often retains your former charge cus- 
tomers’ business on a cash basis. You see, Collect- 
rite Service is collection of past-due accounts by 


people trained in the collection profession. 


Collectrite Service Through Affiliated Collection Service Division Members of 


Associatep Crepit Rureaus of America Ine. 


7000 Chippewa Street St. Louis 19, Missouri 














"Cycle billing with Recordak Microfilming 


pays off” 


**A must in retailing . . . ends billing jams .. . 
pays off in customer goodwill, too!’’ she adds. 

End-of-month descriptive billing was keeping 12 
girls busy at Wallace’s. Today, with a Recordak 
Microfilmer and cycle billing, 8 girls are able to handle 
3 times the volume—a 450% increase in efficiency. 

Nowthatsales checks are microfilmed, purchases are 
no longer transcribed on bills. Only totals are posted. 
Thanks to Recordak Microfilming, there’s no more 
confusion, no more running through stacks of old 
sales slips to check an item. Instead, accounts are 
kept up-to-date, right up to the minute! 

Shoppers like this new system! As customers re- 
ceive all sales slips with bills, they know charges are 
correct. Result: Collection work takes 75% less time. 

Stores and shops with as few as 2,500 active ac- 
counts report similar savings. Here’s how Recordak 
Microfilming can help you: 


O Cuts posting operations 85%. Gets bills out 5 times faster 
© Reduces filing space needed 98%. All records at finger tips 


O 


Eliminates 90% of customer inquiries. Speeds collections, too 


QO 


Lowers accounts receivable insurance premiums in many cases 


says MRS. BESSIE TEARNO, CREDIT MANAGER, 
WALLACE’S, SCHENECTADY, N. Y. 


See for yourself! Recordak’s 30-day free trial offer lets 
you see—without obligation—how quickly a Recor- 
dak Microfilmer pays for itself. Prices start at $550. 
Also available on low monthly rental. 


“Recordak” is a trademark 
Prices quoted subject to change without notice. 


=RECORDPK 


Subsidiary of Eastman Kodak Company 
originator of modern microfilming— 
now in its 30th year 
—-—-—-—~——~- MAIL COUPON TODAY -——————— 














r 1 
RECORDAK CORPORATION, 415 Madison Avenue, | 
| New York 17, N. Y 
1 Gentlemen: We are interested in your “30-Day DD-8 | 
Free Trial Offer” of Recordak Microfilmer | 
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| Name Position | 
I | 
| Company | 
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Street | 
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| City State | 
Scene ces cece cece en aban naa i DEDEED EnD GD cRADUEED SEEDS | 


Please Mention THE CREDIT WORLD When Writing to Advertisers 1 

















N FOR CREDIT 


LICATIO 
apr RS OF 


5 use oF MEMBE 





FOR EXCLUSIV 


CREDIT ASSOCIATION 





ETAIL 





NATIONAL R 





> mavcan NAME 






os rine? wamenwire® 
an 


———— 
mwrtia | 
_— fl 
TELEPHONE 
=a ame Va 
eT Ne 


ara ence AOOMESS 


mess 40 
- Tower 


—name oF EMP 
















TELEPnone 


cee 


oRes® 






SF WORTOAGE 


eel 
coer NT SS 


wumeer O 
st 


— 
eee UR ATION 
sen SuSiness OF OF 
—ror™ 









<0) 
a To 
tarnowe | 





— 
—cocaTion OF MEAL 










Sane LI 
<r aenmrnent ——. 


or ano 
use 
TTC) 
ower 






——} 
“Gent wome LI eo 
aE AND RELA 











cA 
——aE OF eanest | we 
na 












——— sa ENe 
— RENce - 
—sensonae were “Te oo - 
ae ele IT 
we OO we 
_ sav <pewon. iNCO 
name <o 
of { TSURANCE 







are msunance 







¢ eusiness 
















REON. 
mT MLY payments THES 
MO 
eo ont ah 


ae 
rome tae ae 





oa 
ent ACCOUNTS AN 





oT ce 






ances on I 


oo Te 
ICATION ANY = ort ano 1S WaRRAN 
eH 





ing CWE 
OBTAINING oreo 
we PUR aeerer’ expncsery 

or 


THe ABO Format nis ror? 
e C ae et ° TATEMENT OF AS 
O “acct ” © 
usu 


"arr 
ease ses — —— 





List ON REY 





Sranature 






ee 
anna’ 






on 






ty a oo 
senoved 
caeow wim? i 






Four Good Reasons— 


—Mr. Manager of Credit Sales, why you should be using this 
new revised Application for Credit: 


Designed for you by outstanding authorities Helps your Credit Bureau prepare report by 
who are N.R.C.A. members. providing all necessary information. 


Gives you the important information to proper- Your customer will appreciate the ease and 
ly evaluate the account. speed of the interview. 


Size 6” x 9”, 100 to the pad. 
100—$1.25, 500—$5.00, 1,000—$8.50 
Postage is extra 


NATIONAL RETAIL CREDIT ASSOCIATION 


375 JACKSON AVENUE ST. LOUIS 5, MISSOURI 
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COLLECTION NOTICES 


@ SAVE TIME 


Outgoing envelope, notice form and return 
envelope are combined in a single unit. 
You save time-wasting clerical handling, 
addressing and inserting. 


@ SAVE MONEY 
TRIPLE-DUTY notices are mailed sealed 


just like First-Class mail, yet require only 
2¢ postage anywhere in the United States. 
You save $10 on every thousand. 


@ SPEED COLLECTIONS 
TRIPLE-DUTY gets First-Class attention. 


All your customers have to do is read the 
message, detach the stub, and put the 
check and stub in the reply envelope. 
Since there is nothing to fill out, nothing 
to lose, payments are made easy and will 
come in faster. 


TRIPLE-DUTY ENVELOPE CORP. 


Originators and sole mfrs. of Triple-Duty Envelopes 





FOR FREE SAMPLES AND PRICE LIST 
CLIP COUPON ...MAIL TODAY! 











TRIPLE-DUTY ENVELOPE CORP. CW-8-57 
Affiliate of Hodes-Daniel Company, Inc. 

352 4th Avenue, New York 10, N. Y. 
Gentlemen: Please send samples and price list to 
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What's Right With My Country? 


BOYD CAMPBELL 


Chairman of the Board, Mississippi School Supply Company, Jackson, Mississippi 
Immediate Past President, United States Chamber of Commerce 


An address before the 43rd Annual International Consumer Credit Conference, Miami Beach, Florida, June 20, 1957 


OR MOST of my mature life I 

have worked in chambers of com- 
merce and trade associations. There- 
fore, I feel at home with you today 
because, in the words of Mr. Kip- 
ling— 

“T have eaten your bread and salt. 

I have drunk your water and wine. 
. The deaths ye died, I have watched 

beside, 
And the lives ye lived were mine.” 


The increasing urge of American 
business and professional men and 
women to associate themselves vol- 
untarily for the greater good of all 
is one of the most wholesome in- 
fluences in contemporary life. 


Rock of Conscience 


I like to think of a local chamber 
of commerce as the “conscience” of 
the community, and of an American 
trade association as the “conscience” 
of the industry which it represents. 
These organizations, I firmly believe, 
rest upon the solid rock of con- 
science. 

They have accepted, in large 
measure, the responsibility of con- 
stantly upgrading the ethical per- 
formance and the service concepts 
of American business. They have 
chosen their goals in the tradition of 
freedom and with a sense of steward- 
ship of a free economy. 

I want to talk to you for a little 
while on what may seem at first like 
a strange subject. From many sourc- 
es we hear much—sometimes, I 
think, too much—about what is 
wrong with this country. 

Every morning while shaving I 
punish myself by listening to a radio 
commentator whose words and tone 
convey a sense of doom—either im- 
pending or irrevocable. Everything 
is wrong, and the country is going to 
the dogs. 

While eating breakfast, I go slum- 
ming in the column of a Washington 
muckraker, whose charges against 
private citizens and public officials 
are his stock in trade. They are rare- 
ly interspersed with stories of effec- 
tive official performance beyond the 
call of duty, nor of the voluntary, 
dedicated service of private citizens 
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to their government. Such stories 
are too commonplace to be sensa- 
tional. 

Therefore, since so much is said 
about what is wrong with America, 
I have chosen to speak on what is 
right with our country. 

I can make no better beginning 
than by reminding you that one of 
the things that is right is the freedom 
of assembly which permits us to be 
in this room today. We did not have 
to ask the sheriff or the chief of po- 
lice for a permit to assemble peace- 
fully, because such a privilege is 
guaranteed in the First Amendment 
to the Constitution. And we take it 
for granted. 

The calendar year 1956 was the 
most prosperous one in our history. 
Surely you have heard many times 
this week that 1957 bids fair to be 
better. 

There probably never was a time 
when people should look to private 
enterprise with more trust and confi- 
dence. And there was never a better 
time for those of us in business to be 
giving our people the leadership, the 
inspiration, and the kind of hope 
that stimulates the heart—and mind 
—and soul. 


Negativism 


But so many of us dwell on nega- 
tivism—as if we were possessed by 
the gloomy gremlins of disaster—so 
much so that we have earned the 
reputation of being always and in- 
evitably against—instead of for. 

We voice our worries about agri- 
cultural surpluses—and the echo of 
our voices translates our language 
as meaning that abundance is bad— 
and scarcities good. We know that 
there must be—there will have to 
be a solution to the plight of our 
farmers—but how strangely our 
voices must ring in the ears of the 
world. With half the globe on the 
brink of starvation, we fret because 
we have more food and fibre than 
we can consume, sell or store. 

The President of the United States 
east too much blueberry pie. He gets 
a stomach ache and the stock mar- 
ket drops two billion dollars. This 
was certainly an expensive pie! 


Some of us are concerned with the 
rise in private debt; others worry 
about tight money and loose morals. 
The abuse of wealth and power of 
labor unions and the collusion of 
corrupt labor leadership and cor- 
rupt business management is a re- 
proach to a free society, and we are 
gravely anxious about it. 

There are those who wring their 
hands about demands for increased 
social security as if we tottered on 
the edge of chaos. These are only 
samples. A longer list of problems 
could be developed. 

I would not, for a moment, mini- 
mize anyone or all of them—nor sug- 
gest that we sweep them under the 
rug—and yet it is difficult to be 
downcast about them as long as we 
are free to use the resources of mind 
and spirit that brought us to the 
summit of our power and our re- 
sponsibility. 

Our present prosperity is the al- 
most perfect tribute to the workings 
of our democratic capitalism. This 
should be our shining opportunity to 
entrench an understanding, an in- 
dividual dedication, to our economic 
system and to our freedoms which 
made that system possible. 

That is why I believe with all my 
heart that this is the hour to talk 
about What’s Right With America. 
People want to know and people 
need to know. 

We have a story to tell—and it 
should be told in a positive manner. 
America is not utopia. But—as a 
way of life—it comes closer to being 
utopia than any living pattern ever 
before devised by the brain and pur- 
pose of man . . . and we can always 
strive to make it better. 

But we must quit defining it sole- 
ly in terms of gross national product 
—of automobiles, bathtubs, tele- 
phones and butter. 

When we do that, we then make 
the same terrible mistake as the fol- 
lowers of Karl Marx. We are play- 
ing their game and overlooking the 
intangible, but much more powerful 
spiritual values which comprise the 
bedrock and the real strength of the 
American system. 
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On the deep-laid foundation of 
individual integrity, freedom of 
choice, and religious liberty, our 
fabulous productivity has been built. 
Our material well-being is an end- 
product of our freedoms. 

Last year there were over 1,000,000 
home-building starts in our country. 
This year the number will approach 
1,000,000. Now this represents much 
more than man hours, mortar, brick, 
lumber and steel. It reflects a deep- 
seated attachment to the spiritual 
values that center around the fire- 
side. 

We hear much about an educa- 
tional crisis. Do you know its cause? 
It is 75 per cent biological. It is be- 
cause so many Americans have been 
born in the last fifteen years— 
24,000,000 in the last six years. 

Thank God, we are dealing with 
an increase instead of a decrease in 
the birth rate—with a sufficiency in- 
stead of a scarcity. There is no 
more wholesome facet of American 
life today. 

And this gives me an opportunity 
to say that public education is a 
local and state responsibility. When 
the long arm of a central govern- 
ment reaches out and possesses it, 
we will have lost one of our might- 
iest bulwarks of freedom. That, 


however, is not going to happen— 
not in the Year of Our Lord 1957. 

One of our best selling books in 
recent years is the life story of a 
young minister. Another best seller 
is authored by a minister. One of 
the most popular of all television 
speakers is a Catholic clergyman. A 
Protestant evangelist is currently 
drawing capacity crowds in our 
greatest city, as he has done all over 
the world. 

We are properly distressed about 
juvenile delinquency, but is there 
any reason to forget the mighty 
legion of Boy Scouts, Campfire Girls, 
Cub Scouts, and Brownies, the 4-H 
Club Members, and the Future 
Farmers of America—who outnum- 
ber the delinquents in the ratio of 
thousands to one? 

We have developed a more en- 
lightened perspective toward the 
age-old controversy as to poverty 
and wealth. Countless generations 
have been ie.*7d on the formula 
that poverty is a virtue and that 
wealth is a sin. With notable excep- 
tions, such was the burden of 
thought among the ancient philos- 
ophers. 

We know better today. While 
other nations may have rejected that 
half of the old formula which deals 


with poverty, it has remained for 
us to question both halves of it— 
to the infinite betterment of all 
mankind. We are creating our own 
philosophy—that poverty is not of 
necessity a blessing—and that 
wealth is a public trust. 

We say, in effect, that it is the use 
of men’s means—material or other- 
wise—by which their value is meas- 
ured. It has been truly said and 
should be said repeatedly, that the 
American Revolution is one without 
end. 

Here in America—not to the ex- 
clusion of other nations, but perhaps 
more than anywhere else—is the 
desire of the people to do justice, to 
love mercy, and to walk humbly 
with God. 

I am convinced that there is a 
reason for this. I firmly believe it is 
because we have enjoyed more ‘ib- 
erty than other nations, more re- 
spect for the worth of the individual, 
less interference with private lives, 
less inclination to standardize the 
citizen. 

Having all these things, it is a 
question of eternal vigilance to pre- 
serve them—not alone for ourselves, 
but—let us hope—for the sake of all 
who look to us to point the way 
to a better tomorrow. kkk 








SKIP TRACING 


Procedure for the individual 

skip tracer. 
ure for the firms of vol- 
ume business. 

Fourteen different ways to lo- 
cate a skip without a regis- 
tered letter. 

A letter to former employers 
A aes bring phenomenal 


Eleven cn of actual cases 
where the skip has been lo- 
cated, and the account col- 
lected through these skip 
se and collection meth- 


How, when and where to send 


etters. 
How to find the job. 
Tracing the guarantor. 
Tracing the guarantor’s job. 
A concrete case. 











of their executives. 
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— ACCEPTANCE CORP. of W 





REPEAT ORDERS from Collection Agencies and Chain 
Organizations PROVE Its Value! 
These firms ordered copies for each of their offices or for each 


CREDIT CORP. of Denver,  atenatn, ordered 14 copies. 
orcester, Mass., has ordered 


21 co 
MILLER MM. MANAGEMENT CO. of Nashville, Tenn., ordered 160 be ies. 


The ONE Book Every Collection Man Should Have 


One New Idea Will Make or Save You Its Price Many Times Over! 


HOW TO 


LOCATE SKIPS 
AND COLLECT 


A. M. TANNRATH 


registered letters. Authority on Credits, Collections and Skip Tracing 
T f i skips b ’ 
Tegistered letters | The Only Book of Its Kind Ever Published 


$500 


Name ........ 
Recently they ordered dditional 84 copies. They write: 
) A ° dollars” worth of skip accounts have been located Firm Name 
through the direct result of yeur book. i 
You, Too, Can Profit by This Book! Order Today! dress ...... 
GP cccsaesnce 





----CLIP AND MAIL THIS COUPON TODAY!.... 


NATIONAL RETAIL CREDIT ASSOCIATION 
375 Jackson Ave., St. Louis 5, Mo. 


Please send me 
and Collect. "Check for $5.00 wat accompany order. 





Collecting Old Accounts 
Installment Credits 
Current Collections 

Merchandise in Storage 

Bad Check Law 
Conditional Sales Law 
Bankruptcy Law 
Supplementary Proceedings 
Intra- and Inter-State 
Commerce Laws 
Canon of Commercial 
Ethics 
Digest of Commercial Laws 
For All States 
How to Forward Claims 
For Collection 














py (ies) of How to Locate Skips 
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Getting Along With Folks | 


J. GORDON ROSS 


Manager of Customer Service and Relations, Rochester Gas & Electric Corporation, 


Rochester, New York 
Past President, National Retail Credit Association 


An address before the 43rd Annual International Consumer Credit Conference, Miami Beach, Florida, June 18, 1957 


UST TWENTY years ago, at its 
Silver Anniversary in Spokane, 
Washington, the N.R.C.A. bestowed 
upon me its highest honor, election 
to the office of President. The theme 
of my administration was “Customer 
Relations.” I felt then, as I do now, 
that the manager of credit sales has 
a definite responsibility to help cre- 
ate customer confidence in his con- 
cern. And so again I come before 
you with a customer relations topic. 
In each city there is one big store 
that more or less dominates the 
field. They all stavted small but grew 
big. The managements of these 
stores have no monopoly on mer- 
chandise, methods or brains. They 
have merely sold their customers 
over and over on their integrity and 
fairness. In other words, they have 
built up “customer confidence.” Cus- 
tomer confidence is just as essential 
to the small town as it is to the big 
metropolitan one. It is the most in- 
expensive asset that a merchant can 
put on his books. 


Service to Customers 


The primary function of any busi- 
ness is service to its customers. Ac- 
tually a company’s reputation is 
measured by the satisfaction of the 
people it serves. Customers’ opinions 
about a company may range all the 
way from out-spoken praise, through 
indifference and vague discontent, to 
active complaint. The objective of 
every organization should be to in- 
fluence this climate of opinion so 
that it will favor the company’s con- 
tinuing operation. 

Although the importance of cus- 
tomer relations is generally recog- 
nized, it is difficult to find any two 
authorities who agree upon its pre- 
cise meaning. This seeming confu- 
sion is equally true of other social 
sciences: where does history leave 
off and economics begin? What line 
bounds anthropology from sociol- 
ogy? Yet, most students of those 
studies know well enough what each 
is about, and anyone connected for 
even a short time with a business 
concern has a pretty good idea of 
what is covered by the term, “cus- 
tomer relations.” 
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An adequate statement of the idea 
is that customer relations is the 
total customers’ opinions of a com- 
pany formed through all their con- 
tacts with its representatives. Im- 
plied in such a definition is the com- 
pany’s aim of impressing customers 
favorably, rather than negatively or 
unfavorably. This involves attention 
to a great many factors. The human 
element in any organization will 
cause mistakes to be made, but of 
prime importance is the manner in 
which mistakes are acknowledged 
and corrected. 

Because a business is so depend- 
ent upon the good will of the cus- 
tomers it serves, it is they who dic- 
tate what services shall be supplied 
and what policies shall be adopted. 
It is the customer who determines 
the income of the company, the 
wages of its employees, and the div- 
idends of the stockholders. 

It is ironical that sometimes the 
more a company succeeds in pleas- 
ing its customers, the more difficult 
that job becomes. The reasons are 
many; not the least is the danger of 
smug self-satisfaction. Yet, it is not 
surprising that satisfied customers 
build a business; and the bigger a 
business grows, the greater the dis- 
tance between management and the 
public it serves. 

A case in point is the small town 
grocer. For him, customer relations 
are at best a minor problem. He is 
not only management, he is the com- 
pany, and he deals directly with his 
customers. He can never for one mo- 
ment forget that his sales and suc- 
cess depend on their good will. No- 
body has to remind him to get along 
harmoniously with the people of his 
neighborhood. 


Settling Complaints 


In large organizations, unfortu- 
nately, management usually meets 
customers only to settle serious com- 
plaints, and those are hardly the 
most favorable circumstances for 
creating good will. In the main, cus- 
tomers form their impressions of 
the company through contacts with 
its employees, some of whom may 
not even realize that helping to 









build and maintain good customer 
relations is part of their jobs. 

A customer’s opinion may be 
formed by the slightest contact. It 
may be the result of one trifling in- 
cident. But if this one experience— 
no matter how trival—leaves him 
with a bad impression, he will nei- 
ther think nor speak well of the com- 
pany. 

Any student of human behavior 
knows that people are quicker to 
blame than to praise. Friendly cus- 
tomers far too often keep their sat- 
isfaction to themselves, but it is not 
unusual for a disgruntled customer 
to write a letter to the President of 
the company. Every company exec- 
utive understands that it takes only 
a few dissatisfied customers to do 
harm far out of proportion to either 
their numbers or the justice of their 
grievances. The basic problem is 
one of getting along harmoniously 
with our fellow human beings. 


Value of Friends 


There isn’t a good business execu- 
tive in the country who believes that 
his company can afford to have cus- 
tomers who are anything less than 
the best of friends. Friends can be 
depended upon: sometimes for un- 
derstanding, sympathy, or support, 
but always for at least a fair hear- 
ing. Few companies ever need any- 
thing more; none can get along with 
less. 

As previously stated, the first fac- 
tor in our definition of customer re- 
lations is the role of the customer 
himself. Unless his true worth is 
understood and appreciated, there 
can be no hope of ever winning his 
good will. You have probably seen 
the following credo in many offices. 


The customer is not an outsider to 
our business; he is part of our business. 
He is not an interruption of our work; 
he is the purpose of it. 

We are not doing him a favor by 
serving him; he is doing us a favor by 
giving us the opportunity to do so. 
The customer is not dependent upon 
us; we are dependent upon him. 

The customer is not a cold statistic; 
he is a flesh-and-blood human being 
with feelings and emotions like our 
own and with biases and prejudices. 
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He is the most important visitor ever 
in our office, whether he comes in per- 
son or by mail or over the telephone. 


Unfortunately, all too often, em- 
ployees tend to forget the impor- 
tance of the customers they serve; 
unthinkingly, they develop an at- 
titude of indifference. Yet, custom- 
ers are both judge and jury, upon 
whom every company must depend 
for favorable acceptance. 

This does not mean, however, that 
there is ever any need to fawn over 
customers like an oily lawyer be- 
fore a proud judge. Customers are 
human beings and like to be treated 
as such. When they are not, they re- 
act like anyone else; sometimes 
quietly, sometimes emotionally, 
sometimes irrationally. They will do 
business with a firm for years with- 
out a single complaint, and then 
they may become severely critical 
and uncooperative because of some 
misunderstanding. 


Emotional Reactions 


Being human, a customer may 
base his opinion of a company less 
on reasonable charges than upon 
some emotional reaction, like the 
feeling of being slighted or belittled. 
From a business point of view, noth- 
ing could be more childish; from a 
human relations standpoint; nothing 
could be of greater consequence. 

So the job of understanding cus- 
tomers becomes the problem of un- 
derstanding human beings. Stated 
this way, the task seems formidable, 
for few things in nature are as com- 
plex and variable as any individual's 
personality. Smiling one moment, 
frowning another; sometimes pa- 
tient, other times unreasonable— 
people can be harder to handle than 
quicksilver or easier to manage than 
putty. Sometimes the difference de- 
pends upon them, but, more often, 
upon ourselves. 

After all, everyone is somebody 
else’s customer. We know how we 
like to be treated by the firms with 
whom we do business; why, then, 
should we not treat the customers 
we serve the same way? 

In large organizations such as my 
own the matter of customer rela- 
tions is given most serious and con- 
tinuous attention. For a period of 
over three years I worked on a 
joint committee of the American Gas 
Association and the Edison Electric 
Institute, the trade associations of 
the gas and electric industries, de- 
veloping a Customer Relations 
Training Course. This project cov- 
ers every phase of customer contact, 
in the office, in the field, on the 
telephone and by correspondence. 


It includes the use of strip film, 
records, manuals and hand-out book- 
lets. With the aid of a nationally 
known advertising agency, the proj- 
ect was completed at considerable 
expense, which was wholly recouped 
by distribution of the product at 
nominal cost to member companies. 
In our company we are presenting 
its various sections to departments 
and groups as a part of a continuing 
training program. Customer rela- 
tions training in a company such as 
ours cannot be a one-shot proposi- 
tion. It must be continuous. 

Every procedure for favorably im- 
pressing customers is merely a spe- 
cific application of the Golden Rule. 
This truism is frequently forgotten 
only because modern business has 
grown into a complex, intricate as- 
sembling of departmentalized spe- 
cialists—each of whom tends to be- 
come more and more interested in 
the procedural mechanics of his 
work and so gives less attention to 
the “humanics of human relations.” 

Despite its all important role in 
the broad field of public relations, 
top management is not directly in- 
volved in the kind of contacts with 
customers that determine their opin- 
ion of a company. That statement 
may seem surprising enough to 
merit further explanation. 


Management's Responsibility 


Obviously, management is respon- 
sible for a company’s entire opera- 
tion; the appearance of its plants, 
stores and offices, the quality of its 
merchandise, tools and equipment; 
the fairness of all its policies, prac- 
tices and charges; and the perform- 
ance standards of its personnel. 
Surely, all these are factors that 
influence every contact between a 
company and its customers. 

But what management does is to 
set the stage and direct the action 


before the customers arrive. The 
performance itself is played by the 
employees of the company. They are 
the ones who must interpret the 
company’s operations so as to elicit 
compliments rather than criticism. 

Surveys show that customers 
judge all activities of a company 
largely by the treatment they re- 
ceive from its employees. If they 
receive courteous treatment, cus- 
tomers feel that the company is 
courteous. If they see an employee 
doing a job efficiently, they feel that 
the entire company is efficient. It is 
not surprising that the impression a 
customer receives from talking to 
employees is twice as strong as all 
other impressions he forms of a com- 
pany’s obligations. 


Human Contact 


A few casual remarks from a com- 
pany representatives may do more 
to build up or tear down a cus- 
tomer’s opinion of a company than 
a good many dollars spent or not 
spent on other promotion. Because 
customers so stress the human con- 
tact in their business affairs, the 
ultimate fate of a company rests 
upon the people who represent it. 

Edgar Guest put it nicely when 
he said: 


The reason people pass our door 

To patronize another store 

It not always because the busier place 
Has better drugs or silks or lace 

Or cheaper prices; it largely lies 

In pleasant words and smiling eyes. 
The true magnet, I believe 

Is just the treatment folks receive. 


Managers of credit sales must be 
ever mindful of the value of cus- 
tomer relations. The delicate nature 
of their work tends to make diplo- 
mats of them, and thus qualifies 
them to sell their firms in such a 
manner as to build customer con- 
fidence. wk 





Consumer Credit for May 


TOTAL CONSUMER instalment credit increased $40 mil- 
lion during March to an estimated $31,273 million at the end 
of the month. This compares with March increases of $447 
million in 1955 and $197 million in 1956. Increases of $91 
million in automobile paper and $61 million in personal 
loans contributed to the rise in the total while other con- 
sumer goods paper declined $107 million. Total short- and 
intermediate-term consumer credit outstanding amounted to 
an estimated $40,503 million, a decrease of $10 million from 
a month ago and an increase of $2,742 million from a year 
ago. Seasonally adjusted, instalment credit increased an 
estimated $139 million during the month. The monthly aver- 
age increase was $207 million during the first quarter of 
1957, approximately $120 million below the average a year 


earlier. Seasonally 


adjusted extensions 


during March 


amounted to $3,299 million while repayments amounted to 
$3,160 million —Federal Reserve Board. 
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Miami Beach C onference Notes 





Quarter Century Club Breakfast 


THE TWELFTH Annual Breakfast of the Quarter 
Century Club of the National Retail Credit Association 
was held at 7:00 a.m. Thursday, June 20, 1957, at the 
Hotel Fontainebleau, Miami Beach, Florida. President 
Dean Ashby of The Fair, Fort Worth, presided. 

The presiding officer noted that as we were the guests 
of our National Association proper appreciation would 
be noted in the records. He also pointed out that the 
Home for Superannuated Credit Executives has been 
located in Florida by General Manager-Treasurer 
Crowder, who changed his acreage in California to a 
large beach home at Vero Beach, Florida. All credit men 
are invited to inspect this beautiful hostelry on Acacia 
Road and Mockingbird Drive. This announcement was 
received with sustained applause. 

Mr. Crowder then proposed that we remind ourselves 
that his home is still in St. Louis and that the 1958 Con- 
ference will be held at the Hotel Statler, Los Angeles, 
California, the week beginning July 13, 1958, with 700 
rooms assured, 

Further announcements included a wire from Mary 
Wall, Topeka, Kansas, and word from Frank Batty, San 
Francisco, and Clarence Jackson, St. Louis, sending 
greetings and best wishes. 

General comment from the “old timers” indicated their 
enthusiasm for the National Retail Credit Association 
was still at boiling point and their cooperation was an 
assured fact in the years ahead. 

A moment of silence was observed in memory of 
various of our members who have passed on. Father 
Time has taken its toll but the spirit of the departed 
marches on. 

Authority to call the 1958 meeting at Los Angeles 
was delegated to the newly elected officers: President, 
Ben C. Nance, Nashville, Tennessee; Secretary, Stella 
Manning of Beaumont, Texas. No Treasurer was elected 
as the N.R.C.A. functions in that capacity. 

Those present were: Trenna E. Lamkins, Credit Bu- 
reau of Champaign County, Champaign, Illinois; S. E. 
Weseman, Credit Bureau of Quincy, Quincy, Illinois; 
R. T. Schatz, Washington Water Power Company, Spo- 
kane, Washington; Max Meyer, Credit Bureau of Lincoln, 
Lincoln, Nebraska; George L. Peterson, N.R.C.A., St. 
Louis, Missouri; E. H. Biermann, Credit Bureau of Des 
Moines, Des Moines, Iowa; A. B. Buckeridge, Memphis 
Consumer Credit Association, Memphis, Tennessee; 
Joseph A. White, The Fair, Chicago, Illinois; Ben C. 
Nance, Credit Bureau of Nashville, Nashville, Tennes- 
see; Dean Ashby, The Fair, Fort Worth, Texas; Wim- 
berly C. Goodman, Reynolds-Penland Company, Dallas, 
Texas; A. J. Kruse, St. Louis, Missouri; Hugh L. Reagan, 
The Cain-Sloan Company, Nashville, Tennessee; Carl G. 
Kaessner, Kaufmann’s, Pittsburgh, Pennsylvania; L. S. 
Crowder, N.R.C.A., St. Louis, Missouri; Leonard Berry, 
N.R.C.A., St. Louis, Missouri; Harold P. Evans, The 
T. Eaton Company, Vancouver, B. C.; A. C. Bittle, Cred- 
it Bureau of Knoxville, Knoxville, Tennessee; Thomas 
Downie, Credit Bureau of Vancouver, Vancouver, B. C.; 

H. Frank Ferguson, Credit Bureau of Lebanon County, 
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Lebanon, Pennsylvania; James F. Bain, Credit Bureau 
of Corpus Christi, Corpus Christi, Texas; George B. 
Allan, Credit Bureau, Inc., Springfield, Massachusetts; 
P. O. (Bud) Greer, St. Louis, Missouri; Charles D. Reno, 
Scruggs-Vandervoort-Barney, St. Louis, Missouri; Jo- 
seph A. Lopez, Pacific Telegraph and Telephone Co., 
San Francisco, California; T. L. Ford, The Credit Bu- 
reau, Inc., Pittsburgh, Pennsylvania; Clayton E. Cor- 
mier, Credit Bureau of Bay City, Bay City, Michigan; 
W. R. Arendt, Credit Bureau of Greater Little Rock, 
Little Rock, Arkansas; Mrs. Nora O. Arendt, Little Rock, 
Arkansas; Fred S. Krieger, Credit Bureau of Milwaukee, 
Milwaukee, Wisconsin; Arthur H. Hert, N.R.C.A., St. 
Louis, Missouri; Clarence E. Wolfinger, Lit Brothers, 
Philadelphia, Pennsylvania; Eugene L. Baxter, Credit 
Bureau of Greater Fall River, Fall River, Massachusetts; 
Stella Manning, The Fashion Store, Beaumont, Texas; 
Mary Froelich, Credit Bureau of York, York, Pennsyl- 
vania; Gussie Hanlein, Sidney West, Inc., Washington, 
D. C.; Owen M. Jones, Washer Brothers, Fort Worth, 
Texas; and Mabell Bliss, Frank A. Heitkemper, Inc., 
Portland, Oregon. 

Mr. Crowder emphasized the requirements for eligi- 
bility in the Quarter Century Club as follows: The 
Quarter Century Club of the National Retail Credit As- 
sociation is composed of persons who represented firms 
or credit bureaus holding membership in the National 
Association for 25 years or more. They may have been 
employed by one or more firms or credit bureaus hold- 
ing National membership during that time. The member- 
ship records at the National Office must show the in- 
dividual as a representative of the firm or firms. The 
same rule applies to individual memberships, including 
those self-employed. 

There are now 441 members in the Quarter Century 
Club and 170 Honorary Life Members. Thirty-eight 
were present at the 1957 gathering. All those eligible 
are cordially invited to attend the next Annual Break- 
fast at the 44th Annual International Consumer Credit 
Conference, Los Angeles, California, Wednesday, July 
16, 1958.—Stella Manning, Secretary, The Fashion Store, 
Beaumont, Texas. 


RESOLUTIONS 


Wage-Earner Provisions of the Bankruptcy Act 
(Chapter 13—Chandler Act) 


WHEREAS, the membership of the National Retail 
Credit Association is comprised of 44,100 members en- 
gaged in every line of business where consumer credit 
is an economic factor, including department and apparel 
stores, furniture, musical instruments and household ap- 
pliance stores, hospitals, banks, loan and finance com- 
panies, utility companies, petroleum companies, hard- 
ware, lumber and building materials, jewelers, etc., and 
represents every phase of the economy where consumer 
credit is extended to the public; and 

WHEREAS, the wage earners’ provision of the Bank- 
ruptecy Act, Section 606 (8), were amended by the Con- 
gress on December 31, 1950 so as to permit wage earners 














and salaried employees earning up to $5,000 to resort to 
the provisions of Chapter XIII of the Act; and 

WHEREAS, experience under the wage earners’ pro- 
visions indicates that where referees in bankruptcy have 
encouraged the use of these provisions by those eligible, 
the percentage of accounts paid up has been favorable; 
and that, furthermore, wage and salary earners have, 
as a result of the use of such plans, been allowed a rea- 
sonable time for the payment of their debts, usually ex- 
tending over one to three years, and have been enabled 
to retain employment and unimpaired credit standing; 
and 

WHEREAS, this committee is of the opinion that no 
good or valid reason exists for placing any limitation on 
wages, salary or other compensation earned by an in- 
dividual in order that he may be eligible to come within 
the purview of the wage earners provisions of Chapter 
XIII of the Act, rather than to have to resort to volun- 
tary, or to be forced into involuntary, bankruptcy; 

NOW, THEREFORE, BE IT RESOLVED, that the 
National Retail Credit Association records itself in favor 
of amending Chapter XIII of the Bankruptcy Act so as 
to permit resort to wage earners’ plans by any person 
paid by wages, salary, or other compensation, without 
limitation as to the amount thereof. 


Wage-Earner Provisions of the Bankruptcy Act 
(Chapter 13—Chandler Act) 


WHEREAS, the. membership of the National Retail 
Credit Association is comprised of 44,100 members en- 
gaged in every line of business where consumer credit 
is granted, including department and apparel stores, 
furniture, musical instruments and household appliance 
stores, hospitals, banks, loan and finance companies, 
utility companies, petroleum companies, hardware, lum- 
ber and building materials, jewelers, etc., and represents 
every phase of the economy where consumer credit is 
extended to the public; and 

WHEREAS, the “wage-earner” provisions of the Bank- 
ruptcy Act, Section 606 (8), were amended by the Con- 
gress on December 31, 1950 so as to permit wage-earners 
and salaried employees earning up to $5,000 to resort to 
the provisions of Chapter 13 of the Bankruptcy Act; 
and 

WHEREAS, experience under the “wage-earner” pro- 
visions indicates that where Referees in Bankruptcy 
have encouraged the use of the “wage-earner” provi- 
sions by those eligible, the percentage of accounts paid 
up has been favorable; and that, furthermore, wage 
and salary earners have, as a result of the use of such 
plans, been allowed a reasonable time for the payment 
of their debts, usually extending over from one to three 
years, and have been enabled to retain employment 
and unimpaired credit standing; and 

WHEREAS, abuses have sometimes existed by virtue 
of debtors receiving, indiscriminately, additional credit 
after they have filed petitions under the wage-earner 
provisions, which makes it difficult and often impossible 
for the debtor to pay out under a creditor’s plan, and 
may necessitate dismissal of the case for failure to com- 
ply; 

NOW, THEREFORE, BE IT RESOLVED, that the Na- 
tional Retail Credit Association records itself in favor 
of, and recommends to the Congress of the United States 
that Chapter 13 of the Bankruptcy Act should be amend- 
ed so as to provide that a debtor whose case has been 
dismissed for failure to comply shall be ineligible to file 
a new petition for a period of one year following such 


dismissal. 


Misuse ot “Federal”? Names 
Emblems and Insignia 


WHEREAS, the membership of the National Retail 
Credit Association is comprised of 44,100 members en- 
gaged in every line of business where consumer credit 
is an economic factor, including department and ap- 
parel stores, furniture, musical instruments and house- 
hold appliance stores, hospitals, banks, loan and finance 
companies, utility companies, petroleum companies, 
hardware, lumber and building materials, jewelers, 
etc., and represents every phase of the economy where 
consumer credit is extended to the public; and 

WHEREAS, the Federal Trade Commission has con- 
demned certain deceptive methods and practices, in- 
cluding the use of “federal” names, emblems and in- 
signia, in obtaining the address or other information 
concerning delinquent debtors, as violative of Section 
5 of the Federal Trade Commission Act, prohibiting 
“unfair or deceptive acts or practices in commerce”; and 

WHEREAS, such use of “federal” names, emblems 
and insignia is particularly reprehensible in that, in 
addition to its deceptive effect, it tends to confuse the 
public as to the legitimate functions of government 
departments and agencies and even to bring them into 
disrepute; and 

WHEREAS, S. 763, a bill to amend Title 18 of the 
United States Code so as to prohibit the misuse of 
“federal” names, emblems and insignia, when used with 
the purpose and intent to indicate a Federal department 
or agency, has been introduced in the 85th Congress; 
and that a similar bill in the 84th Congress was favor- 
ably reported by the Judiciary Committee of the Senate; 

NOW, THEREFORE, BE IT RESOLVED, that the 
National Retail Credit Association records itself as in 
favor of the purposes and objectives of such legislation 
prohibiting misuse of “federal” names, emblems and 
insignia. 

Postal Money Order Form 


WHEREAS, the membership of the National Retail 
Credit Association is comprised of 44,100 members en- 
gaged in every line of business where consumer credit 
is an economic factor, including department and apparel 
stores, furniture, musical instruments and household ap- 
pliance stores, hospitals, banks, loan and finance com- 
panies, utility companies, petroleum companies, hard- 
ware, lumber and building materials, jewelers, etc., and 
represents every phase of the economy where consumer 
credit is extended to the public; and 

WHEREAS, the National Retail Credit Association 
has consistently favored the improvement of the postal 
money order form as to simplicity and safety against 
forgery and alteration, in order to expedite its issuance 
and its handling by recipients, and to minimize its 
wrongful alteration; and 

WHEREAS, a study of the bank money order form 
now in common use by banks and other financial in- 
stitutions appears to indicate that it is an improvement 
over the postal money order form from the standpoint 
of simplicity and safety against fraudulent alteration, 
thus offering advantages to the public; 

NOW, THEREFORE, BE IT RESOLVED, that the 
National Retail Credit Association records itself in favor 
of recommending to the Post Office Department that the 
Department consider the possible advantages of adapt- 
ing the postal money order form to the style, content 
and method of issuance of the bank money order now 
in use by banks and other financial institutions through- 
out the United States. 


CREDIT WORLD August 1957 9 











Report of the Educational Committee 
David K. Blair, Chairman 


EACH YEAR we move a step or two forward toward 
our ultimate goal of a complete Educational Program as 
outlined in the Statement of Policy, adopted in 1956. 
The gains made this year were primarily due to the 
Executive Committee Meeting held in St. Louis. 

At that meeting, the entire program was explored and 
many valuable suggestions were received, some of 
which have already been put into action. In addition, 
The Executive Committee was able to meet with the 
representatives of the Associated Credit Bureaus of 
America and of the Credit Women’s Breakfast Clubs 
of North America to further solidify their relationship. 
Those responsible for the educational activities of the 
three associations met during that period to plan the 
joint meeting on District Activities held June 16, 1957 at 
Miami Beach, Florida. Nowhere has the spirit of co- 
operation between the three associations been better 
exemplified. The cooperation and coordination displayed 
by those present was an excellent example of the spirit 
of unity that we can look forward to in the future. To 
Miss McQuatters, Messrs. Moorman, Roewe and Berry 
our sincerest thanks, 

To further carry out the Statement of Policy as 
adopted last year, your committee conducted an ex- 
periment of developing an Exhibit Booth displaying 
N.R.C.A. services to be used at District Conferences. 
The first exhibit was established at the District Eleven 
Conference in Long Beach, California in February, 1957. 
With the excellent cooperation of our National Office, 
a complete display of all National services and supplies 
was attractively arranged. The response was amazing. 
Well over 50 per cent of all the delegates spent some 


time studying the material available. It was immediate- 
ly apparent that it takes more than advertising to sell 
a product. It also is necessary to see the product. Though 
the volume of sales at the Conference was small, we are 
confident that we have brought to the attention of hun- 
dreds of our members the value of their National mem- 
bership. As a result of this experiment, certain changes 
were made and the second exhibit was established at 
the District Ten Conference in May, 1957 at Spokane, 
Washington. The response was heartwarming and again 
hundreds learned of the many services available through 
N.R.C.A. This exhibit has been installed at this Con- 
ference. It is hoped that all delegates will visit the ex- 
hibit to see for themselves what can be done by this 
method to teach our members the value of their N.R.C.A. 
affiliation. It is hoped that our National Office will de- 
velop this plan so that it will be available to all districts. 

We are proud also to announce the addition of S. H. 
Womack to our Educational Staff. Supplementing the 
excellent work of Sterling S. Speake, Mr. Womack is 
offering a course on Public Relations in Business which 
is meeting with enthusiastic response. 

The Committee wishes to thank all the members of 
this Association who aided them in their activities dur- 
ing the past year. Especially to be noted is the leader- 
ship of our President, Wimberley C. Goodman. His en- 
thusiasm and confidence was an inspiration to all of us. 
In addition, we must recognize the unfailing coopera- 
tion of our National Office. Messrs. Crowder, Hert and 
Berry can always be relied upon and no detail is too 
minor to receive their immediate and thorough atten- 
tion. 


Report of Educational Director 


Leonard Berry 


IT IS with pleasure that I submit my seventh annual 
report. During the fiscal year ending May 31, 1957, seven 
Business Communications Clinics were conducted by 
me. These were at Wichita Falls, Texas; Orlando, Flor- 
ida; Washington, D. C.; two at Atlanta, Georgia, one in 
November, 1956 and another in March, 1957; Columbia, 
South Carolina and Charlotte, North Carolina. Total 
attendance, 972. Each student received a copy of the 
manual, “Retail Collection Procedure and Effective Col- 
lection Letters.” There is great interest in these letter 
writing schools and we plan to offer them in several 
communities in the coming year, according to demand 
and time available. 

It was my privilege to represent N.R.C.A. at the meet- 
ing of Districts Two and Twelve at Baltimore, Maryland 
and to address the General Session on the subject, 
“Credit Department Salesmanship.” This was a well-at- 
tended and excellently managed meeting. 

I was invited to teach two classes on “Business Com- 
munications” at the ACBofA Management Institute, 
University of Kansas, Lawrence, Kansas in July, 1956 
and one class in “Written Communications” at the 
ACBofA Management Institute, University of Texas, 
Austin, Texas in February, 1957. Also I appeared twice 
before the annual meeting of the Associated Credit 
Bureaus of Louisiana at Alexandria, Louisiana, in Oc- 
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tober, 1956. All these opportunities of cooperating with 
the credit bureau managers were welcome and ap- 
preciated. 

In November, 1956 I was invited to appear before a 
large meeting held in Atlanta, Georgia, sponsored by 
the Georgia State Dental Society and to lecture on the 
subject . . . “Credit and Collection Procedure for Den- 
tists.” There is a tremendous opportunity for education 
in credit and collection procedure in the entire medical 
professional field. This is proved by the continuing high- 
ly satisfactory sale of our book, “Physicians and Dentists 
Credit and Collection Manual” published in 1953, with 
the third printing in 1956. 

During the year, several noon and evening meetings 
of local retail credit associations, annual meetings of 
credit bureaus, credit schools, credit women’s breakfast 
clubs, sales executives clubs, civic and social clubs, 
scholastic and business organizations, trade meetings 
and conventions were addressed on invitation and with 
expenses paid, in most instances, by the sponsors of the 
events. 

The “Retail Credit Institute” held at the University of 
Oklahoma, July 22 to 27, 1956 was somewhat disappoint- 
ing, so far as attendance was concerned. We had 14 
enrollees. This year we are hopeful that the Institute 
will attract more students. Both the University and 
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N.R.C.A. have given ample publicity to the educational 
opportunity. We feel sure that more store and firm 
nianagements would encourage their credit and collec- 
tion personnel to attend if they realized the great value 
of this kind of streamlined and professional education 
leading to more effectiveness and productivity. 

The “Effective Credit and Collection Letters” service 
consists of a monthly bulletin containing two pages of 
general commentary on letter writing techniques and 
four original letters covering every possible phase of 
retail credit and collection correspondence. This has 
been written by me since January, 1950. It is mailed to 
subscribers on the first of each month. The cost is $12.00 
per year and we now have 171 subscribers. We would 
very much like to increase our subscription list to at 
least 500. 

The third in our series of practical operating manuals 
was published in January, 1957. This one is titled, “Re- 
tail Credit Sales Procedures and Letters.”” We have had 
a satisfactory sale thus far, and with continued adver- 
tising hope to equal the wide distribution enjoyed by 
the two preceding manuals. The retail price of all three 
manuals is $2.00 each. 

The “Credit Department Letters” page and the 
“Credit Clinic” feature in The Creprr Wortp are con- 
tinuing to receive good support from our members who 
are asked to contribute material for them. These are 
practical helps to credit granters in improving tech- 
niques and procedures. 

Sterling S. Speake has been kept busy all this fiscal 
year with a series of highly successful credit schools. 
He has taught 52 schools in 22 states and provinces in 
Canada, with an enrollment of 4,077. To the end of this 
fiscal year, Mr. Speake has held, altogether, 177 credit 
schools since he began his work with N.R.C.A. in Feb- 
ruary, 1953, with a total enrollment of 14,534. This is a 
wonderful record and the beneficial results of his fine 
work in retail credit education have been felt all over 
the nation. 


As announced in the May 1957 Creprir WorLD we are 
sponsoring a new course in the field, Public Relations in 
Business, in cooperation with credit bureaus and credit 
associations. The instructor will be S. H. Womack, 
training consultant in public relations. The course will 
be made available to all cities in the United States 
and Canada. We have received glowing accounts of Mr. 
Womack’s course from communities which have pre- 
sented it. As with Mr. Speake’s course, we are doing 
everything we can to promote this valuable educational 
offering. We are confident that the course will have 
strong appeal and that the demand for it will be con- 
siderable. 

The fourth annual observance of “National Retail 
Credit Week” was held April 30 to May 4, 1957, and 
considerably more interest and participation was evi- 
denced than in previous years. We mailed over 300 port- 
folios to cities and communities in practically every state 
in the Union and the territory of Hawaii and thirteen 
cities in Canada. The material in the portfolio was in- 
creased and enlarged. As the reports come in from the 
various communities participating, we are noting results 
and accepting suggestions to help in making the 1958 
observance ever more effective. 

This field of retail credit education is an ever-widen- 
ing one. There is so much more that can and should be 
done. With retail credit such an important part of our 
economy, the need for trained and qualified credit ad- 
ministrators is constantly increasing. The National Re- 
tail Credit Association has a unique opportunity for 
providing the kind of education so urgently required. 
We gladly accept the challenge and the opportunity. We 
dedicate ourselves to the task. 

To the Officers and Directors, the various committees, 
and to all our members I express my sincere thanks for 
their confidence and cooperation. To L. S. Crowder, 
Arthur H. Hert and to the entire National Office staff, 
my warm thanks for everything they have done to make 
my work not only interesting but pleasurable. 


Report of Secretary and Research Director 
Arthur H. Hert 


DURING 1956-1957, six issues of The Creprr Wortp 
were dedicated to the various units. They were: Beau- 
mont, Texas, November, 1956; Charlotte, North Carolina, 
December, 1956; Montreal, Quebec, Canada, March 1957; 
Long Beach, California, April 1957; Miami, Florida, May 
1957; and Norfolk, Virginia, June 1957. Other cities have 
been scheduled for the balance of the year. We have 
received numerous requests from units requesting that 
we dedicate an issue of The Crepir Wortp to their city. 
This plan gives many of our members an opportunity 
to submit articles. Extra copies are sent to prospective 
members in those cities and towns in which the publica- 
tion is dedicated in an effect to interest them in local 
and national memberships. 

The Comparative Collection Percentages were discon- 
tinued with the May issue. Since The Creprr Wor tp is 
no longer printed in St. Louis it would create consider- 
able delay in publishing these figures as they usually 
were sent to us on the last few days of the month. In ad- 
dition, many of our members felt that the figures were 
no longer comparable due to the various ways in figur- 
ing the percentages as a result of the many credit plans 
now in effect all over the country. It is possible that 
these figures will be published again in the near future. 


The Credit Clinic Department continues to create 
considerable interest among our members, especially 
the smaller businessmen. The response from our mem- 
bers when requested to contribute information for this 
department has been excellent and our sincere thanks 
go to them for their assistance. 

On January 6-10, 1957, I attended the meeting of the 
American Retail Association Executives held at the 
Hotel Statler, New York. At the same time I attended 
the business meeting of the Credit Management Divi- 
sion of the National Retail Dry Goods Association. It 
was also my pleasure to attend the annual meeting of 
District Eight held in Fort Worth, Texas, May 18-21, 
1957, and attend their Board of Directors’ meetings. 

Considerable time was spent in the art work for the 
series of slides pertaining to the history and services of 
our Association. We believe that these slides will be of 
great benefit to anyone interested in soliciting National 
memberships throughout the country. 

In conclusion, I wish to take this opportunity to thank 
our members for their continued interest and coopera- 
tion with me for the past twenty-three years. My thanks, 
also, to President Goodman, officers, directors and Na- 
tional Office staff for their able assistance at all times. 
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Report of the Finance Committee 
J. A. White, Chairman 


A MEETING of the Finance Committee was held at 
the National Office on March 19, 1957. 

Members present were Earl E. Paddon, Hugh L. 
Reagan and myself, with General Manager-Treasurer 
Crowder sitting in ex-officio. 

Cash on hand and in banks, including Canada, at the 
close of our fiscal year, May 31, 1957, totaled $41,028.21. 
This compares with $38,462.99 the end of May 1956. 

As in the past, all bills have been paid in the month 
in which incurred. 


The employment of S. D. Leidesdorf & Company, Cer- 
tified Public Accountants, was authorized to conduct the 
semi-annual cash audit of receipts and disbursements. 
Report of the audit for six months ended November 30, 
1956 was discontinued and report for the year ended 
May 31, 1957 contains the full year’s operations. It will 
be mailed to members of the Board in July, with the 
June report of the General Manager-Treasurer. 

The financial condition of your Association continues 
to be excellent. 





MEMBERSHIP AWARDS—1956-1957 
$100.00 Each 


Bureau Manager reporting greatest number of mem- 
bers, 100 members minimum: R. K. Pinger, Credit 
Bureau of Greater Houston, Houston, Texas. 

State Chairman reporting greatest number of mem- 
bers, 200 members minimum: M. J. Kearney, Goldstein- 
Migel Company, Waco, Texas. 

District Chairman reporting greatest number of mem- 
bers, 500 members minimum: C. A. Kilgas, General Pe- 
troleum Corporation, Portland, Oregon. 

First Bureau Manager reporting 100 per cent National 
affiliation, 100 members minimum: Harris Copenhaver, 
New Orleans Retailers Credit Bureau, New Orleans, 
Louisiana. 


Remington Electric Shaver—Outstanding 
Membership Work 


J. C. MacEwan, Retail Credit Association of Portland, 
Portland, Oregon. 


Brief Cases—Outstanding Membership Work 
A. P. Koelling, Credit Bureau of Cincinnati, Cincin- 
nati, Ohio. 
Charles E. Moorman, Credit Bureau of Jacksonville, 
Jacksonville, Florida. . 
Don H. Puffer, Credit Bureau of Greater Denver, 
Denver, Colorado. 


Placques—Outstanding Membership Performance 


Retail Credit Men’s Association of Jacksonville, Jack- 
sonville, Florida. 

Retail Credit Association of New Orleans, New Or- 
leans, Louisiana. 

St. Paul Retail Credit Association, St. Paul, Minnesota. 

Houston Retail Credit Association, Houston, Texas. 


Placques—New Units Reporting 25 or More 


New Members 
Dist. 

3. West Palm Beach, Florida .................... 52 
DR, PHOE RPGR, 00. ses ccccesccccees 21 
Lumberton, North Carolina ................... 57 

EE ee eee 84 

5. North-Bay, Ontario, Canada .................. 43 

ceo SS. oc ciubalecd sees aveweni 94 

NN ss ides Ske wbelecvesdesnoe seed 181 
Almagordo, New Mexico .............ccsceeee 31 
i i vice warvessoesectnene 28 

Ss Cc twats ew uiaehsaicuadeee ayes-6s 62 
SEIT F EPC RET ETOP EC OE TEE 49 
IR os cemiesnesVadehesniseee 70 
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North Battleford, Saskatchewan, Canada ...... 29 
Ore reer eee re eee 61 
I os a os alk) ow eae aS ber ae bike 30 


Twenty-Five Leading Associations 

Sranp- NATIONAL 
Crry aNp STATE ING MEMBERS 
Spokane, Washington ............... 
I I fb vidgtcseceseccsvevs 
Pittsburgh, Pennsylvania ........... 
Uy SN UNE ONES 066 ccc csecccce 
IS I 605.050 be cascens vows 
Seattle, Washington ................. 
a aa alg wud Rie-y «60 018" 
San Francisco, California ............ 


CHONABHMWUPwWHe 
ng 


Basiens City, BROT . ww. cece cccee 869 
Baltimore, Maryland ............... 10 817 
os J duig'd's Gin eae bee 11 804 
NN ios osc casiewel oan 12 799 
EE I, IED ck ccc cw scccsscves 13 791 
Vancouver, Washington ............. 14 742 
I Mis Cccinwesarcesscces 15 679 
Montreal, Quebec, Canada .......... 16 648 
Los Angeles, California ............. 17 603 
CE, MII 5 cose cccceccsvees 18 537 
Tacoma, Washington ................ 19 533 
PECTS Te 20 505 
Springfield, Massachusetts .......... 21 505 
Victoria, British Columbia, Canada .. 22 479 
IN ooo okg 0 bide cccwscee’s 23 400 
gE SE rer er ere er 24 383 
eT e 25 382 
Associations Reporting More Than 100 Members 
ES EE EEE LEE 769 
NE EE OO OO ETE ET TTT ET 652 
Victoria, British Columbia, Canada ............... 318 
EE eee ne Orr re 261 
ee I I od on os cece vewudseeenece ea 243 
NE ET EE PE Te 232 
I 55 sickigdavaksesaws caeceebandkeeee 219 
heh ee ogg bay ensiaceuseaeed 202 
PUN, POMMAGIVONED oo nce cccccccsicicscees 172 
ie Seven vewidn adepen acces 161 
OE EE en eee 155 
I, UNO sw nc wdvccvosctcsecescsve 153 
ED eter tae eusd ober OKO ss 6oe Chen es 137 
Vancouver, British Columbia, Canada ............ 132 
i Ey a uns wrtusedaisesse ce minded 129 
as newts bad Kev dss eeeed wanes 124 
IE S50 s's b'eld.o anew etlevieesenes aces 122 
Sn ek an tae nee deeded 120 
I ND Sct eaves ecaceneaeseusun ose 117 











Officers and Directors 


NATIONAL RETAIL CREDIT ASSOCIATION 


International Headquarters, 375 Jackson Avenue 
Saint Louis 5, Missouri 





Oftcors, 1957-1958 


President 
Expon L. TAYtor 
First Vice President 
J. C. GrLianp 
Second Vice President 
Davi K. Bia 
Third Vice President 
. Earte A. NIRMAIER 
General Manager-Treasurer 
L. S. Crowpver 


Glen Bros. Music Company, Ogden, Utah 
Pullman Trust and Savings Bank, Chicago, Illinois 
H. Liebes and Company, San Francisco, California 
W. Wilderotter & Company, Newark, New Jersey 
375 Jackson Avenue, St. Louis, Missouri 


Assistant General Manager-Assistant Treasurer, Secretary 


Artuur H. Hert 


375 Jackson Avenue, St. Louis, Missouri 


Assistant Secretary-Educational Director 


LEONARD BERRY 
Executive Assistant 
Georce L. Peterson 


375 Jackson Avenue, St. Louis, Missouri 
375 Jackson Avenue, St. Louis, Missouri 





Directors, 1957-1958 


tRrra F. Barnes 
Witutiam A, BENSON 
*Kaa F. Biue 

L. A. BruMBAUGH 
Forrest R. Brunson 
*Harry L. BuNKER 
tMrs. Darteen E. Crocker 
Rate E. Dryeson 
Harotp A. GENSER 
Dewey D. Goprrey 
*WIMBERLEY C. GoopMAN 
Jack D. Hartup 
Frances M. HERNAN 
Hersert D. JARVIS 
Cart G. KAESSNER 
Jack P. LEE 

CuHartes C. MANNING 
J. D. Moore 

*Eart E. Pappon 
Vernon E. RASMUSSEN 
*Hucu L. REAGAN 
Cuartes D. RENO 
*JosePpH H. Riccs 
Evans Roserts 
*Ricuarp T. ScHatTz 
*Royce SEHNERT 

Ray S. STern 
*Wiruiam J. Tate 
Mrs. Erste M. Taytor 
W. J. THomson 

Joun A. Warp 
*JosepH A. WHITE 
*CLARENCE E. WOLFINGER 








Belk Brothers Company, Charlotte, North Carolina 

The Fair, Fort Worth, Texas 

First National Bank, Spokane, Washington 

W. McPhillips, Ltd., London, Ontario, Canada 
Schuneman’s, St. Paul, Minnesota 

Foundation Plan, Inc., New Orleans, Louisiana 

Valley National Bank, Phoenix, Arizona 

Emery, Bird, Thayer, Kansas City, Missouri 

H. C. Capwell Company, Oakland, California 

Loring, Short & Harmon, Portland, Maine 

Illinois National Bank & Trust Company, Rockford, Illinois 
Genser & Sons, Ltd., Winnipeg, Manitoba, Canada 

Bank of Charlotte, Charlotte, North Carolina 
Reynolds-Penland Company, Dallas, Texas 

Standard Oil Company of California, Spokane, Washington 
Massachusetts General Hospital, Boston, Massachusetts 
Burdine’s, Miami, Florida 

Kaufman’s, Pittsburgh, Pennsylvania 

Frankenberger’s, Charleston, West Virginia 

The Paul H. Rose Corporation, Norfolk, Virginia 

Boswell Dairies, Fort Worth, Texas 

Lammert Furniture Company, St. Louis, Missouri 
Evergreen Cemetery Company of Seattle, Seattle, Washington 
Cain-Sloan Company, Nashville, Tennessee 
Scruggs-Vandervoort-Barney, St. Louis, Missouri 

Florida National Bank, Jacksonville, Florica 

Welsh and Levy, Baton Rouge, Louisiana 

Washington Water Power Company, Spokane, Washington 
The Wichita Eagle, Wichita, Kansas 

City Utilities Company, Colorado Springs, Colorado 
Charles Ogilvy Limited, Ottawa, Ontario, Canada 
Williams Tire and Rubber Company, Troy, New York 
The T. Eaton Company, Ltd., Winnipeg, Manitoba, Canada 
Lovelace Clinic, Albuquerque, New Mexico 

The Fair, Chicago, Illinois 

Lit Brothers, Philadelphia, Pennsylvania 


* Past Presidents active in credit work : 
t Credit Women’s Breakfast Clubs of North America 


Advisory Board of Past Presidents 


FRANK BATTy 
FRANKLIN BLACKSTONE 


RoBeRT A. Ross 
Ratpx W. WATSON 


85 Moraga Highway, Orinda, California 

153 Courtney Mill Road, Pittsburgh, Pennsylvania 

28552 Detroit Road, Westlake, Ohio 

Twin Waters Resort, Sayner, Wisconsin 

Burger-Phillips Company, Birmingham, Alabama 

Meyer Brothers, Inc., Houston, Texas 

Four Chestnut Street, East Orange, New Jersey 

Rochester Gas and Electric Corporation, Rochester, New York 
Neiman-Marcus, Dallas, Texas 

Watson Company, Inc., Spokane, Washington 
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Meet Your New National Officers 


Elected at the 43rd Annual Conference of the N.R.C.A., Miami Beach, Florida, June 16-20, 1957 





Eldon L. Taylor 


Epon L. Taytor, President, was 
born in Ogden, Utah. He attended 
the city schools there after which 
he was associated with the A. L. 
Scoville Printing and Paper Com- 
pany in the bookkeeping depart- 
ment. He started with the Glen 
Bros. Music Co. in 1922 as a clerk 
in the Credit Department of the 
Ogden store and transferred to 
the Salt Lake City store in 1924 as Office Manager. He 
was appointed Secretary of the Corporation in 1932 
and Secretary-Treasurer in 1950. In April 1954, he was 
elected Vice President and Treasurer and transferred 
back to Ogden to be General Manager of the home 
store of the Company. He has been active in the Salt 
Lake Credit Association since 1924 and was a director 
for six years. He was president of the Association in 
1947-1948. He was a director of District Nine of the 
N.R.C.A. for three years and President in 1950-1951. 
He was a National director in 1953-1954. He is a member 
of the Rotary Club of Ogden; Retail Merchants Division, 
Ogden Chamber of Commerce; Knife and Fork Club; 
and Sons of Utah Pioneers Luncheon Club. 

Mr. and Mrs. Taylor live at 1520 29th Street, Ogden, 
Utah. They have three married sons and four grand- 
children. His hobbies are puttering around in his large 
yard, motoring and being an active member of the 
Church of Jesus Christ of Latter-day Saints. 


David K. Blair 


Davi K. Btatr, Second Vice 
President, was born in Alameda, 
California, and has lived in San 
Francisco since 1946 when he ac- 
cepted the position of Credit Man- 
ager for H. Liebes & Company. 
He was President of the San Fran- 
cisco Associated Retail Credit 
Men in 1951. He is President of 
District Eleven of the N.R.C.A. 
and hes been Chairman of the Educational Committee 
of the National Association since 1952. He served as 
General Chairman of our 40th Annual International 
Consumer Credit Conference in San Francisco in 1954. 
For 27 years he has been a member of the Boy Scouts 
of America serving as Scoutmaster, District Commis- 
sioner and is now Fleet Commissioner for the Sea 
Scouts for the City and County of San Francisco. He 
is a member of the First Congregational Church of 
San Francisco, having served as Deacon and is now 
Chairman of the Board of Trustees. He is also Treasurer 
for the Northern California Council of Congregational 
Churches. While in Vallejo he was active in the Kiwanis 
Club. In 1952-1954 he was President of Monterey 
Heights Homes Association. In his spare time he paints, 
papers, and redecorates the house, plays the piano, 
Hammond organ, and records. 

Mr. and Mrs. Blair live at 1230 Monterey Blvd., San 
Francisco, Calif. They have one married daughter and 
two sons. 
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J. C. Gilliland 


J. C. Gmiuitanp, First Vice Pres- 
ident, was born in Holmestead, 
Pa. His college training was slant- 
ed at making him an electrochem- 
ist but an extension course in col- 
lection agency management got 
him started in his own agency. 
Later studies in business adminis- 
tration, law and accounting led 
him into credit manageMent. His 
background includes experience in the collection 
agency, jewelry, furniture, clothing, department store, 
mail order and banking fields. He has served as inter- 
viewer, credit manager, agency and chain supervisor, 
store superintendent, general credit manager and com- 
pany officer. He was General Credit Manager of Alden’s, 
Chicago, Ill., from 1943 to 1952. In November 1952, 
he joined the Pullman Trust & Savings Bank, Chi- 
cago, to manage its Shoppers Charge Account Depart- 
ment. In June 1954, he was made Assistant Vice Presi- 
dent and now supervises all phases of retailer sales fi- 
nancing except auto and home improvement. He is a 
past President of the Retail Credit Association of Cook 
County and of the Charge Account Bankers Association. 

Mr. Gilliland has three married daughters. A younger 
daughter and son are at home with Mr. and Mrs. Gil- 
liland in Bellwood, Ill. His hobby is helping newcomers 
in retail credit, with an occasional do-it-yourself project 
or auto trip for temporary diversion. 


Earle A. Nirmaier 


Earte A, Nirmarer, Third Vice 
President, was born in Newark, 
Essex County, New Jersey. He 
was educated in Irvington, New 
Jersey, and has lived in Maple- 
wood, a suburb of Newark, for 
the past 28 years. He has been 
connected with retail work all his 
life and for 17 years been with 
W. Wilderotter and Company, 
one of New Jersey’s largest furniture and appliance 
stores, as Credit Manager and later General Budget 
Director. In 1947-1948 he was President of the Retail 
Credit Association of New Jersey; has served as Di- 
rector for several years and, at present, he is immediate 
Past President of this Association. He is also a director 
of the Garden State Credit Bureau, Clifton, New 
Jersey; Vice President of District Two of the National 
Retail Credit Association and has been a Director at 
Large on the Board of Directors of the National Asso- 
ciation. He is a member of Veslage Lodge 255, F & A M 
and attends Kilburn Memorial Presbyterian Church in 
Newark of which he has been a member for the last 
32 years. He has been a trustee in the church for the 
past ten years. He was recently appointed Chief of the 
Auxiliary Fire Department of Maplewood, New Jersey. 

He is married and they have two children, a son, 
Earle A., Jr., and a daughter Mrs. Arnold W. Spelker. 
Mr. Nirmaier enjoys all sports. He is an enthusiastic 
bowler, participating in several leagues. 
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Officers and Directors 


Associated Credit Bureaus 
Of America 


At the 43rd Annual International Consumer Credit 
Conference held in Miami Beach, Florida, June 16-20, 
1957, the Associated Credit Bureaus of America elected 
the following officers and directors for the year begin- 
ning January 1, 1958. 


Officers 


President, Erwin E. Singleton, Beaumont, Texas; First 
Vice President, Donald H. Puffer, Denver, Colo.; Second 
Vice President, Pren L. Moore, El Centro, Calif.; Execu- 
tive Vice President, Treasurer, Harold A. Wallace, St. 
Louis, Mo.; Assistant Treasurer, John L. Spafford, St. 


Louis, Mo.; and Secretary, Otto H. Lanfersieck St. 
Louis, Mo. 


Directors 


George B. Allan, Springfield, Mass.; Frank Edmonds, 
Johnson City, Tenn.; Carlos L. Carter, El Paso, Texas; 
Kermit W. Oakes, Emporia, Kan.; LaVerne Fox, Flint, 
Mich.; E. Bland Cresap, Colorado Springs, Colo.; Donald 
Blauert, Merced, Calif.; Melvin T. Warrick, Spokane, 
Wash.; C. A. Wildes, Minneapolis, Minn.; Avadana 
Cochran, Bremerton, Wash.; James E. Fenn, Birming- 
ham, Ala.; Dewey E. S. Kuhns, Charleston, W. Va.; Wil- 
liam L. Fluegel, Cedar Rapids, Iowa; Ralph C. Locke, 
Manchester, N. H.; Roy R. Dexter, Vancouver, Wash.; 
Sherman Harris, Houston, Texas; E. F. Hodge, Sacra- 
mento, Calif.; Norman McGinty, Billings, Mont.; Howard 
G. Chilton, Fort Worth, Texas; Ralph B. Kearns, Wich- 
ita, Kan.; Walter Graff, Lansing, Mich.; Francis W. 
Smith, Salem, Ore.; Barnard J. Duffy, St. Paul, Minn.; 
and Norman Gateson, Oshawa, Ont., Canada. 


Past President’s Advisory Council 


J. E. R. Chilton, Jr., Dallas, Texas; James D. Hays, 
Harrisburg, Penn.; Robert Trosper, Greensboro, N. C.; 
Arthur B. Buckeridge, Memphis, Tenn.; Carson L. Bard, 
Louisville, Ky.; Fred S. Krieger, Milwaukee, Wisc.; 
E. DeWitt, Seattle, Wash.; George P. Johns, Decatur, IIL; 
and Francis P. Auger, Orlando, Fla. 


Credit Reporting Division Committee 


Howard G. Chilton, Fort Worth, Texas, Chairman; 
Ralph B. Kearns, Wichita, Kan., Vice Chairman; 
H. Lorry Grey, Easton, Penn.; Joe F. McWilliams, Flor- 
ence, Ala.; William J. Strickler, Baytown, Texas; Wil- 
liam Rayson, Tulsa, Okla.; John W. Nottingham, Ander- 
son, Ind.; Chapin S. Carnes, Albuquerque, N. M.; Glen 
D. Ruddy, Visalia, Calif.; Kenneth J. Dugan, Billings, 
Mont.; Edgar H. Biermann, Des Moines, Iowa; William 
Arendt, Little Rock, Ark.; Gordon Lewis, Corpus Chris- 


ti, Texas; Josephine Tarpey, Gary, Ind.; and Harold A. 
Wallace, St. Louis, Mo. 


Collection Service Division Committee 


William L. Fluegel, Cedar Rapids, Iowa, Chairman; 
Ralph C. Locke, Manchester, N. H., Vice Chairman; Wil- 
liam J. Foley, Portland, Me.; Eugene B. Greer, Syla- 





cauga, Ala.; James H. Mee, Odessa, Texas; Joe W. Whit- 
ten, Oklahoma City, Okla.; James J. Coulin, Wooster, 
Ohio; Bruce K. Ward, Casper, Wyo.; C. Doulton Burner, 
Auburn, Calif.; Arnold V. Moffatt, Moscow, Idaho; 
Robert F. Penaluna, Waterloo, Iowa; Donald E. Blauert, 
Merced, Calif.; Bernard J. Duffy, St. Paul, Minn.; Jerry 
Harris, El Paso, Texas; Mrs. Yvette Roy, Waterville, 
Me.; Vernon Sedlacek, Harve, Mont.; Erwin E. Single- 
ton, Beaumont, Texas; and Harold A. Wallace, St. 
Louis, Mo. 


Officers and Directors 


Credit Women’s Breakfast Clubs 
Of North America 


At the annual business meeting of the Credit Women’s 
Breakfast Clubs of North America, held at the Fon- 
tainebleau Hotel, Miami Beach, Florida, June 17, 1957, 
the following officers and directors were elected: Presi- 
dent, Mrs. Darleen E. Crocker, Loring, Short & Harmon, 
Portland, Maine; First Vice Pres- 
ident and Extension Chairman, 
Mrs. Mary Morgan, Clark Optom- 
etrists, Houston, Texas; Second 
Vice President and Education 
Chairman, Mrs. Helen S. Spend- 
love, Merrill Lynch, Pierce, Fen- 
ner & Beane, Salt Lake City, 
Utah; Third Vice President and 
Membership Chairman, Hattie 
Belknap, Carlisle-Allen Co., Ash- 
tabula, Ohio; Secretary, Mrs. Inez 
McGaughy, Pickett’s, Inc., Chat- 
tanooga, Tennessee; Treasurer, 
Mrs. Ediemia Boulton, The Won- 
der Shop, Albany, New York; and Executive Manager, 
Geneva F. McQuatters, St. Louis, Missouri. Committee 
Chairmen: Budget, Mrs. Una Pearson, Pearson’s, Fort 
Smith, Arkansas; Bulletin, Helen B. Sawyers, Credit 
Bureau of Snohomish County, Everett, Washington; By- 
laws, Marjorie Girton, Queal Lumber Company, Des 
Moines, Iowa; Future Advantages, Mrs. Martha Bean 
Gleason, Credit Bureau, Washington, D. C.; Historian, 
Lorraine Voelker, Credit Bureau of Chicago Heights, 
Chicago Heights, Illinois; and Nominating, Rita F. 
Barnes, W. McPhillips, Ltd., London, Ontario, Canada. 

District Presidents include: 1. Mrs. Vera Morrison, 
Robert Simpson, Montreal, Ltd., Montreal, Quebec, 
Canada; 2. Mrs. Margaret Patterson, Detroit Supply 
Company, Schenectady, New York; 3. and 4. Mrs. Ethel 
Wilkinson, F. & R. Coal & Oil Company, Charlotte, 
North Carolina; 5. Lorene Shaw, Nemo Foundations, 
Toronto, Ontario, Canada; 6. Mrs. Mildred Kirch, Bal- 
lantyne’s Furniture, Norfolk, Virginia; 7. Mrs. Marie L. 
Jones, Andy Anderson’s Sporting Goods, Oklahoma 
City, Oklahoma; 8. Mrs. Opal Wadley, Dr. Craig B. 
Johnson, Houston, Texas; 9. Mrs. Edith P. Williams, 
Mercy Hospital, Denver, Colorado; 10. Mrs. Suzy Q. 
Hansen, Murphy Oldsmobile-Cadallic, Coos Bay, Ore- 
gon; 11. Dolores Harris, Northern Orange County Credit 
Bureau, Anaheim, California; 12. Mrs. Gertrude Hatch- 
er, Covington Hardware & Furniture Company, Coving- 
ton, Virginia; and 13. Mrs. Mary M. Cox, Indianapolis 
Morris Plan, Indianapolis, Indiana. 


Mrs. Darleen E. 
Crocker 
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Cieaaiuds on the Miami id Ci erence 





“In numbers, fidelity of attendance, and general participa- 
tion the Bank and Finance Panel at the Miami Beach Con- 
ference was one of the best in which it was my privilege to 
be Chairman. E. J. Nonnenkamp is to be congratulated on his 
assistance as Co-Chairman. The Conference generally left a 
good impression on us.”—L. A. Brumbaugh, Assistant Vice 
President, Valley National —_. Phoenix, Arizona. 


“Heartiest congratulations are in order to you and your 
planning committee for the outstanding program and enter- 
tainment presented at the 43rd Annual International Con- 
sumer Credit Conference at Miami Beach. The speakers were 
well-chosen, the group meetings were conducted in an inter- 
esting and thought-provoking manner, and the business ses- 
sions were presided over with dignity and ease. I was greatly 
impressed with the Sunday afternoon meeting centering 
around a discussion of district problems. Said meeting was 
uniquely arranged with participation at a record high. It was 
a real privilege to be numbered among those attending the 
Conference.”—Fred P. Entler, Home Furniture Company, 
Bristol, Virginia. 


> 
“All of the Birmingham delegates to the Miami Conference 
seemed to thoroughly enjoy themselves and we have had 
many favorable comments about the splendid programs and 
the excellent manner in which this Conference was con- 
ducted. May I express my personal appreciation to Mr. Crow- 
der, Mr. Berry, Mr. Hert, Mr. Speake, Mr. Womack and 
others from the National Office who contributed so much to 
the 43rd Annual International Consumer Credit Conference.” 
—J. E. Fenn, Merchants Credit Association, Birmingham, 

Alabama. ~ 


“It was nice seeing you again at the Annual Conference 
at Miami Beach. I think it was one of the finest conferences 
I have had the pleasure of attending.”—E. L. Goodman, Bur- 
ger-Phillips, Birmingham, ——. 


“I was very much pleased with the way the Miami Beach 
Conference was run and the educational value received. I am 
sure that you have also received many other favorable com- 
ments.”—F. R. Hachtel, saa ye Milwaukee, Wisconsin. 


“I have to take my hat off to you and your excellent staff, 
who, working in conjunction with the other two organiza- 
tions of the credit and collection fraternity triumvirate, have 
made the Miami Beach Conference an outstanding one. If 
there was one single word of criticism, I for one did not hear 
it. On all sides there was nothing but praise and I will wager 
that if a poll was taken, it would reveal a unanimous opin- 
ion that future conferences will have to go a long way to 
even approach this one. Everything was excellent all the way 
through. Putting on a conference of this sort is very much 
like staging a Broadway play. The audience sees a well- 
timed, smooth flowing production and seldom ever considers 


Exhibitors at Miami Beach Conference 


On the preceding two pages are pictures of the exhibi- 
tors taken at the Miami Beach Conference. They are: 

1. The National Cash Register Company, Dayton, Ohio. 

2. Royal McBee Corporation, Port Chester, New York. 

3. Recordak Corporation, New York, New York. 

4. National Retail Credit Association, St. Louis, Mis- 
souri. 

5. Remington Rand Division of Sperry Rand Corpora- 
tion, New York, New York. 

6. Farrington Manufacturing Company, Boston, Mas- 
sachusetts. 

7. Craig-LeFebure, Cedar Rapids, Iowa. 

8. Diebold, Incorporated, Canton, Ohio. 

9. Minnesota Mining & Manufacturing Company, Saint 
Paul, Minnesota. 


————EEe 
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the arduous effort required to write the play, revise it, 
arrange the settings, scenery, select the cast and then have 
the cast study, rehearse and wear itself to a nub before the 
opening night. It is the behind the scenes effort connected 
with the Miami Conference that made it the tremendous 
success that it was and to all those connected with it must 
go the praise. The lion’s share of this praise is due you and 
your staff and is gratefully acknowledged.”—Jerry Harris, 
Creditors Service Bureau, “oe Texas. 


“Each year we all say ‘This was the best conference we 
have ever had. There will never be one as good.’ I want to 
repeat that statement because we have just finished a most 
successful meeting. It was all wonderful. The hotel accom- 
modations at Miami Beach, the meeting rooms, the entertain- 
ment and the banquet were the finest. The general sessions 
were extremely outstanding. The addresses were excellent. 
The lighting effects and the staging were something new and 
I heard many people comment on them. Many thanks to you 
and your fine staff of people who worked so hard to make 
this Conference possible.’"—Sherman Harris, Creditors Serv- 
ice Bureau, Houston, Texas. 


“Please accept my congratulations on a job well done at 
the Miami Beach Conference. I think it was one of the finest 
we have ever had.”—Allison P. Koelling, Credit Bureau of 
Cincinnati, Cincinnati, Ohio. 


“I felt that the Miami Beach Conference was a real success 
and judging from the comments from both local and out of 
the city credit executives, they were well pleased with the 
Conference and were happy to meet on common ground in 
this land of sunshine.”—John J. Lurz, Jordan Marsh, Miami, 
Florida. ie 


“Our congratulations for the wonderful Conference at 
Miami Beach. I enjoyed my responsibilities as chairman of 
the petroleum group and am already looking forward to 
next year’s Conference.”—H. L. Miller, The Pure Oil Com- 
pany, Chicago, Ilinois. ee 


“Congratulations to you and your staff for putting on an 
excellent Conference at Miami Beach. It was one of the 
most enlightening conferences it has been my privilege to 
attend.”—H. E. Northey, a ~ Norfolk, Virginia. 


“I think the Miami Beach Conference was the best yet. 
The general sessions were excellent and President Goodman 
made an excellent presiding officer. Congratulations on a 
job well done. This, of course, includes your wonderful staff.” 
—Donald H. Puffer, The Credit Bureau of Greater Denver, 
Denver, Colorado. eo 


“The Miami Beach Conference was the best yet. There 
were six of us from Rock Island and we all are of the same 
opinion. There was much information gained, and in addi- 
tion to having a wonderful time, it was a vacation well 
spent.”—Nelle Stombs, Gippert Motor Sales, Rock Island, 
Illinois. ° 


“Thanks to you and your associates, the 43rd Annual In- 
ternational Consumer Credit Conference appeared to be most 
successful. It was excellently planned, efficiently staged, ef- 
fectively executed and enthusiastically received. I wish to 
thank you for allowing me to appear on your program and 
for the courtesies extended me during my stay at the Con- 
ference.”—Clarence N. Walker, The Coca-Cola Company, 
Atlanta, Georgia. o 


“Needless for me to say that we people from Savannah 
enjoyed the recent Conference at Miami most thoroughly. 
We were delighted to enjoy such a wonderful atmosphere at 
such a reasonable price and have the opportunity of partici- 
pating in such a well arranged and perfectly executed pro- 
gram. As has been said before “You have done it again,’ and 
we are most appreciative."—Murrey Weldon, Merchants 
Credit Association, Savannah, Georgia. 
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1957 Scott Award Winner 


The second annual winner of the $500 Scott Award 
was Edward M. Davis, Credit Director for General Gas 
Corporation, Baton Rouge, Louisiana, representing Dis- 
trict Four. Shown below is Edward Schreiber, Schrei- 
ber-Miller Furniture Company, Galveston, Texas (left), 
presenting Mr. Davis with a check for $500. Mr. Schrei- 
ber was the winner of the first award in 1956. The 
presentation took place at the Thursday Morning Gen- 
eral Session of the 43rd Annual International Consumer 
Credit Conference at Miami Beach, Florida, June 20, 
1957. The National Retail Credit Association presented 
Mr. Davis a gold tie bar. The two honorable mentions, 
Roy E. Teter, Jenkins Music Company, Oklahoma City, 
Oklahoma, and Dean Ashby, The Fair, Fort Worth, 
Texas, also received tie bars presented by President 
Goodman. Mr. Ashby is a past president of the N.R.C.A. 

Mr. Davis is a native of Baton Rouge and the newly 
elected president of District Four, N.R.C.A. He is vice 
president of the Louisiana Retail Credit Association, 
past president of the Credit Bureau of Baton Rouge, and 
is presently serving on the bureau’s board of directors. 
During the past year he has taken part in the Boy Scout 
Camp Drive and the Catholic High School Building 
Fund. He is a past president of the East Baton Rouge 
Lions Club and a member of the “L” Club. He is mar- 
ried and has four children. 

A secret committee appointed by President Goodman 
carefully reviewed all District nominations. All but five 
of the twelve districts submitted entries for the award. 
Here are the names of the entrants selected by the 
various districts for the final contest: 

District Two, Edward M. Gallagher, Lit Brothers, 
Trenton, New Jersey; District Five, A. M. Tannrath, 
Goldblatt Brothers, Chicago, Illinois; Miss Hattie M. 
Belknap, Carlisle-Allen Company, Ashtabula, Ohio; 
District Seven, Roy E. Teter, Jenkins Music Company, 
Oklahoma City, Oklahoma; William R. Ellis, Newman’s, 
Enid, Oklahoma; District Eight, Dean Ashby, The Fair, 
Fort Worth, Texas; Anthony J. Carnesi, First National 
Bank, Brownsville, Texas; District Nine, Melvin C. 
Schumpert, Schumpert’s, Inc., Portales, New Mexico; 
District Ten, J. D. Hartup, Standard Oil Company of 
California, Spokane, Washington; Harrison K. Strong, 
Puget Sound National Bank, Tacoma, Washington; An- 
drew B. Gillespie, Sweet Sixteen Limited, Vancouver, 
British Columbia, Canada; Vernon E. Rasmussen, Ever- 
green Cemetery Company of Seattle, Seattle, Washing- 





ton; and District Eleven, David K. Blair, H. Liebes & 
Company, San Francisco, California; Arthur E. Kaiser, 
West Covina, California. 

This was the second of ten annual Scott awards. Each 
year for the next eight years $500 in cash will be 
awarded by Mr. Scott to the individual engaged in some 
phase of retail credit work who presents specific and 
detailed evidence of his or her outstanding contribution 
to the general field of retail credit administration. All 
entrants must be credit granters and members of the 
National Retail Credit Association. 

Each N.R.C.A. District President will again name a 
secret committee of not more than five to review all 
entries from within the District. A selection of up to 
three of such entries will be made by this committee, 
but will not designate the order of excellence. Final 
judging of all district entries will be made by the na- 
tional committee to be appointed by President Taylor 
at the International Consumer Credit Conference, Los 
Angeles, California, July 1958. 

Each entrant should prepare his or her material care- 
fully and logically, including letters and statements 
testifying to the accuracy of the contents and support- 
ing the claim of the individual to be considered as a 
Scott Award contestant. While the award is made on 
the merits of the material itself, an orderly and attrac- 
tive presentation is more likely to gain the approval of 
the judges. 

George A. Scott is President and General Manager, 
the Walker-Scott Company, San Diego, California. Mr. 
Scott addressed our 40th Annual International Con- 
sumer Credit Conference in San Francisco, California, 
July 21, 1954. It was a unique, outstanding and dynamic 
address. At that time he announced a donation of $5,000 
to be given over a period of ten years to a credit execu- 
tive who had made outstanding contributions in the field 
of retail credit administration. 





New Public Relations Course 


The National Office has received numerous requests 
concerning the new public relations course announced 
in the May Crepir Wortp. The course Public Relations 
in Business is sponsored by the N.R.C.A. in cooperation 
with credit bureaus and credit associations throughout 
the United States and Canada. S. H. Womack, training 
consultant in public relations, Austin, Texas, will be the 
instructor. 

Each public relations school will be set up on a four- 
night basis for two-and-one-half-hour sessions and will 
cover the following: What Public Relations Means to 
Everyone; How to Get Along With People; Memory, 
How to Better Remember Names and Faces of People; 
Proper Telephone Techniques; Speech, Use of Effective 
Speaking Techniques; and Applied Psychology in the 
Handling of People and Problems in Everyday Business. 
Each enrollee will receive a detailed outlined synopsis 
of each session. The fee for the 10-hour course will be 
$10.00 per person including the synopsis. 

One of the needs in the credit field, as well as other 
businesses, is the proper application of good public re- 
lations. This course is designed to meet these needs. 

If you would like for Mr. Womack to schedule a course 
in your city write the National Retail Credit Associa- 
tion, 375 Jackson Avenue, St. Louis 5, Missouri. Full 
details will be mailed to you. Be sure to indicate a first 
and second choice date on which you would like to 
have the course conducted in your city. 
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“Lucky Me”’ 





AT THE 43rd Annual International Consumer Credit 
Conference in Miami Beach, Florida, June 16-20, 1957, 
two free all-expense tours to Havana, Cuba, were 
awarded as attendance prizes. The first was won by C. G. 
Kaessner, Kaufmann’s, Pittsburgh, Penna. The second 
was won by Lorene Shaw, Nemo Foundations, Toronto, 
Ontario, Canada. She is also President of District Five 
of the Credit Women’s Breakfast Clubs of North Amer- 
ica. We asked Miss Shaw to write her experiences on the 
trip for The CREDIT WORLD. “Lucky Me” is her story. 
—ED. 


AT THE CLOSE of the Thursday morning session at 
the International Consumer Credit Conference in Miami 
Beach, June 20, 1957, I found myself the holder of 
ticket No. 688, the attendance prize winner of an all- 
expense, post-conference tour to Cuba. Frankly, I was 
completely speechless since this kind of luck had not 
come my way before! Previously I had planned to 
spend a few days at Fort Lauderdale with some of our 
Breakfast Clubbers, but this was one time that plans 
were subject to “change without notice.” 

Aboard National Airlines’ flight 357, we left Inter- 
national Airport, Miami, on Friday, June 21, and in less 
than an hour, we arrived in a country many centuries 
removed! Actually, the unique city of Havana, in the 
Caribbean, is a kind of “Paris-and-Madrid in the trop- 
ics.” 

We were met at Rancho Boyeros Airport by over- 
anxious photographers, and later after paying a landing 
tax of $2.50 (valid for two years), we were whisked 
away in limousines to the Sevilla Biltmore Hotel, 
which is located in the older part of Havana. Our rooms, 
of course, were far removed from the lush splendour of 
the Fontainebleau in Miami Beach, but from this cen- 
tralized location, we were able to hear the very “heart 
beat” of this magnificent city. 

On the stroke of nine, we were met in the hotel lobby 
by Harold Binder of Wylly’s Tours, Inc., who explained 
that we were to form groups of six, and that the driver 
for each group would be our guide for our three-day 
stay in Havana. It would be neglect on my part not to 
pay tribute to our very capable driver and guide— 
Raymon, who went out of his way to be friendly and 
helpful to us foreigners. 

First we attended an exhibition of the Jai-Alai Game 
at the famous Fronton, a building constructed specially 
for this purpose, and for a time we watched some of 
the most popular Jai-Lai (Hi-Li) players in the world. 
From a simple game, closely resembling hand-ball, 
played with the bare hand against the bank wall of a 
village church, and later, in open court, with the hand 
gloved or armed with a short flat bat, known as a “pala,” 
it has gradually developed into the wonderful, all-ab- 
sorbing sport of today. 

From there we were taken to Sans Souci a Havana 
Night Club with a continental flair where we again en- 
joyed excellent food, lavish entertainment, plus the ex- 
ceptionally fine voice of Dick Lee, formerly of the Sid 
Caesar show. We discovered that, at night, Havana 
becomes the liveliest city on this side of the Atlantic. 
The majority of its citizens dine as late as 10 or 11, and 
then enjoy out-of-this-world entertainment, where they 
dine and dance in a fantastically colorful garden. A 
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game of bingo was in progress when we arrived, and 
the stakes went as high as a couple of thousand dollars. 

On Saturday, we saw Havana-by-day, during a three- 
hour tour planned by our driver Raymon. When visit- 
ing a cigar factory, we were fascinated by the foreman 
reading the morning newspaper over a public address 
system to the employees, both men and women—while 
they made and “smoked” cigars. Then after driving 
along the famed Paseo del Prado and sections of narrow 
streets, tall grilled windows and brass-studded doors 
which suggested early Spanish influences, we arrived 
at the 20 million dollar Capitol building—a structure of 
Cuban limestone, reminiscent of the United States 
Capitol in Washington. Afterwards we visited a rum 
distillery where free samples are a part of the tour. Re- 
turning from Columbus Cemetery, we visited Church 
of La Merced, and learned that this ancient cathedral 
was built in 1746 and rebuilt in 1792. The oldest in 
Havana, this church has a high-vaulted polychrome 
ceiling, rich marble alters, handsome chapels, and many 
fine paintings. A wedding there could cost as much as a 
thousand dollars. 

The afternoon was left free for shopping, relaxation, 
or what have you, and we managed to find time to stop 
off at the world famous “Sloppy Joe’s,” Sam’s store, 
and many others. 

Saturday evening we were entertained at the fabulous 
Tropicana Night Club and this was certainly a night 
to remember! For the gourmet’s delight, we dined on 
filet mignon, and for dessert we enjoyed creamy-smooth 
coconut ice-cream served on half a coconut shell. This 
dessert could not be recommended for calorie counters. 

Sunday was the climax to a never-to-be-forgotten 


“lost week end.” We were up bright and early, break- _ 


fasted, and ready and waiting in the hotel lobby by 
nine-thirty. The drive down the Malecon (a curving 
highway running the length of the northern sea wall) 
gave us a superb view of the Havana skyline, and the 
sea! This was to be a country tour, and on our way to 
the Cuban countryside, we drove through the fine 
residential suburbs of Havana, gazed with delight at 
the modern architecture, grand boulevards, fashionable 
shops, lacy balconied houses with hidden green court- 
yards, and the stately residences of the United States 
Ambassador and his Secretary. Driving through the 
quaint native villages, we arrived finally at Rancho 
Luna, where we were taking on a tour of the plantation, 
and just before lunch time, we stopped off at the farm 
to watch an exciting exhibition cock-fight. Luncheon 
proved to be a delightful surprise. Here we were treated 
to a Cuban specialty—wild rice and guinea hen. In the 
evening, we were “on our own,” and visited a real 
Cuban Night Club, where we discovered the true rumba 
and conga. Later, we were lulled to sleep by the clang- 
ing of slot machines since our rooms were directly 
across from a casino. 

Three days of enchantment in Havana, topped off the 
best International Conference it has been my pleasure 
to attend (my sixth). My trip to Havana will long live 
in my memory as one of the nicest events in my life, 
and I will not soon forget the warm hospitality of the 
friendly Cubans, and the generous American cousins 
who make this trip possible. Lucky me! 
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Will the Individual Lawyer Disappear From the Amer- 
ican Scene?—Traditionally, the lawyer, like the doctor, 
was an individual practitioner, a private entrepreneur. 
But by 1947 his numbers had dwindled to 74 per cent 
of the so-called “learned profession.” The rest were in 
firms. Between 1947 and 1954 he was reduced to 65 per 
cent or a decrease of 9 per cent in seven years! Thus 
reports the Department of Commerce in a study on “In- 
come of Lawyers” published in the December, 1956 
issue of “Survey of Current Business,” and reprinted in 
the spring of 1947 in response to popular demand. 
Rightfully, in addition to the income factor, the legal 
profession appears well within the scope of the maga- 
zine CURRENT Business because in all its economic 
aspects—rent, salaries, operating capital, taxes on op- 
eration such as travel and telephone; taxes on equip- 
ment and franchise; income taxes, and a host of other 
costs, the law office is exactly the same as any other 
small business enterprise. The individual lawyer, like 
so much of all small business, has felt the cost-price-tax 
squeeze of this modern era. There may be no identity of 
character or interest as between them, but, like the 
Whooping Crane, the individual lawyer seems about to 
pack up his tent and quietly steal away! 


Check Fraud on the Increase—The Todd Company of 
Rochester, N. Y., a leading manufacturer of protected, 
insured checks and check protective equipment, recently 
issued a report on its latest survey of check fraud 
covering the year 1956. Replies were received from 402 
police departments and sheriffs’ offices. Some of the 
findings: 

The face value of checks rose 19 per cent over 1955 
to a new high of $535,000,000, the survey stated. Most 
victimized segments of business were supermarkets and 
department stores. George L. Todd, President of the 
firm, called check fraud “the Nation’s fastest growing 
crime.” While the face value of fraudulent checks rose 
19 per cent during 1956, the total volume of checking 
account transactions, according to the AMERICAN BANKER, 
rose only 8 per cent to a new high of 3 trillion dollars 
in the same period. Only 40 per cent of merchants exer- 
cise proper care in cashing checks, the survey found; 
65 per cent of the “bad check artists” fall within the 
“amateur” category; 3 per cent are juveniles and 12 
per cent are women; the period of greatest activity by 
“check artists” is October-November-December. The 
FBI recently reported that in 1956 it received a total 
of 28,702 fraudulent checks with a face value of $4,642,- 
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734 for processing in the “National Fraudulent Check 
File” program. The average face value per fraudulent 
check therefore was about $161.75. Still another report 
—not of course limited to fraudulent checks—comes 
from the National Association of Citizens Crime Com- 
missions which states that serious crime alone is divert- 
ing $28 billion a year from the national economy. 


Latest Congress’ Joint Economic Committee Report 
on Inflation and Monetary Policy—Following seven days 
of hearings, June 3-7, 13-14, covering 33 non-Govern- 
ment experts, the Director of the Bureau of the Budget, 
the Secretary of the Treasury and the Chairman of the 
Board of Governors of the Federal Reserve System, the 
Joint Economic Committee came up with one of the 
shortest and most candid reports on record—four pages 
of pithy “Findings on Fiscal Policy.” The following 
have been culled therefrom as most expressive of the 
essence of the report: 

“The rapid expansion of Federal Government spend- 
ing in recent years, coming on top of sharp increases 
in consumption and investment in the private sectors 
of the economy, has contributed significantly to current 
inflationary pressures. Present fiscal and monetary re- 
straints, such as the extension of tax rates otherwise 
scheduled for reduction, the application of modest sur- 
pluses to debt retirement, and general controls for 
restricting increases in the supply of credit, have not 
been fully effective in curbing pressures for widespread 
price increases. 

“Public policies must face up squarely to the problem 
of inflation. Restraining inflation never has been and 
never will be an easy job. . . . The current difficulties 
in management of the Federal debt offer an impressive 
example. Demands for immediate and substantial tax 
reduction and for more freely available credit are others. 
Steady economic growth and stable prices, however, 
will not be achieved unless we are guided by appraisal 
of the findings of objective and dispassionate inquiries. 
“The basic problem is an inadequate level of savings 
out of current income. An ever-increasing volume of 
real savings is needed to meet the economy’s require- 
ments. ... 

“Since these objectives have not been fully accom- 
plished, public policies to cope with increases in the 
price level must take the form of general fiscal and 
monetary restraints on the expansion of total spending. 
It is recognized that the burden of such restraints may 
not be evenly distributed throughout the economy. The 
burden of inflation, however, is far more inequitably 
distributed. The alternative to general fiscal and credit 
controls is some form of direct Government control over 
wage and price determination. The use of this type of 
control would produce results as bad, if not worse, than 
the inflation against which it would be directed, and 
should be avoided.” (Italics supplied). kk 
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REDIT DEPARTuEN tbe 


LEONARD BERRY 


ERE are the seven “Cs” of letter writing which, if 
followed, will help your letters achieve the equiva- 
lent of a cordial handshake: 

Courteous. This is the essential ingredient of good 
letters. Courtesy is a basic requisite of good manners. 
Often a friendly, courteous letter will gain results, when 
a perfectly well-written but cold letter will fail to 
arouse action. It is the sweet, small courtesies of life 
that smooth the way and warm the heart. Remember 
however, that courtesy cannot be put on as one would 
put on a cloak. It must spring from the inner self; we 
must be genuinely interested in the problems and dif- 
ficulties of the other person, if we are to be truly cour- 
teous. Note the difference in the words, civil, polite, 
courteous. Courtesy is the mark of respect for people 
and will instantly be recognized and appreciated in 
your letters. Good letters are the ones that tell the re- 
cipient the message of the letter, but clothe the words 
with the courtesy of consideration and warmth. 

Concise. Clear writing makes easy reading. Your 
thoughts must be transferred to the reader in words 
that are understandable and intelligible. No one can 
possibly tell you the exact length your letters should 
be unless all the relevant facts are known. Where there 
are several thoughts to be expressed, the letter will, 
of necessity be long. The only safe rule to follow is to 
use enough words to tell your story completely. Try 
this test on your letters. Strike out the words you feel 
able to without destroying the meaning or reducing the 
letter to curtness. Consider how much a letter is im- 
proved by eliminating excess verbiage. Usually cus- 
tomers are busy people, not inclined or able to give 
much time to wordy letters. Be concise. 

Complete. Your letter must tell the complete story. 
Arrange the facts of the matter logically and tell them 
coherently. The customer must know what you are 
talking about if you expect definite action. Many letters 
are buried in a sea of irrelevant matter and the reader 
has difficulty in finding what you are trying to say. Be 
sure that you have all the information necessary to com- 
plete understanding. 

Confident. Assume an attitude of expectation of suc- 
cess. Take it for granted that the customer will do as 
you suggest. Avoid a whining, begging, effusively thank- 
ful tone. Be sure that you are right and then confidently 
and courteously suggest a course of action. 

Cooperative. Remember that there are two sides to 
every question. Remember that people do not like to be 
driven. These two “remembers” are important to letter 
writers. Seldom is it wise to be bluntly positive. If you 
close the door tight to every possibility of further con- 
sideration and compromise you might be sorry later. Far 
more successful is the cooperative attitude. Come more 
than halfway to your customer. Suggest rather than 
command, Persuade rather than force. Offer something 
to the customer’s benefit rather than a cold, unrelenting 
ultimatum. 
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Compelling. Your letter is written to gain a definite 
purpose. Do not confuse your customer by offering 
alternative courses of action. If there are several pos- 
sibilities, select the one most acceptable to you and 
make that the direction of your letter. Usually this will 
come at the end of the letter and will be the final 
thought the reader gets from you. Make the appeal to 
action compelling. Show the customer the road, clearly 
marked. 

Constructive, It is almost always possible to say some- 
thing pleasant to your reader. We humans have a deep- 
seated desire to be loved and respected. The good letter 
writer will try to find something that can be said to 
build up the reader. It is easy to tear down; to blame 
and to denounce. Far more difficult but infinitely better 
to add to the customer’s respect for himself. Search for 
the point that you can use to add a constructive note 
to your letter. 

These seven “Cs” add up to good communications. Use 
them and your letters will be more effective. 


This Month’s Illustrations => 


Illustration No. 1. Because of great interest in the 
“flexible payment” type of account we are showing this 
month a complete set of forms used by Rices, Norfolk, 
Virginia. In sending these forms to us, H. E. Northey, 
Manager of Credit Sales, says, “We have recently re- 
vised our Revolving Credit Account. Here are copies of 
our new statement and the folder explaining the new 
type of account. Also, a copy of the notice sent to cus- 
tomers when new accounts of either the Charge Account 
or Flexible Payment Account are opened. We have 
found this last named notice to be a time saver and is 
inexpensive as well.” 

The first form sets forth questions and answers about 
Rice’s Flexible Payment Account. On the outside, not 
shown, appear the words, “No Money Down .. . Easy to 
Use . . . Many Months to Pay.” Next we show the new 
statement devised for the plan. Note the “payment 
schedule.” Finally, we show the inside of two fold-over 
forms used to notify customers of acceptance of new 
credit applications. The first is for a monthly charge ac- 
count and the second for the new flexible payment ac- 
count. On the reverse side of the latter appears the 
schedule of payments required under the plan. 

Illustration No. 2. This is the inside of an attractive 
folder used by Juster’s, Minneapolis, Minnesota. This 
sets forth the details of Juster’s “4 Month Revolving 
Charge Account.” On the outside, not shown, appears 
this: “For the convenience of customers who prefer a 
more liberal plan for paying their charge accounts. The 
‘4 Month Revolving Charge Account’ provides for pay- 
ment of only one-fourth of your charge account balance 
each month.” A picture of the store, described as “The 
Northwest’s Largest Men’s Store” appears on the other 
side of the folder. 
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©) Your charga-plate will be notched for use at RICES upon Your statement will cover all transactions through the 
presentation to our credit office. Downtown or Ward's Corner. of each month and payment should be made during the following 
30 days. 
CD A charga-plate Was ordered for you today and should reach 


We shall endeavor to serve you to your entire satisfaction at all 
you within the next day or two. 


times and shall look forward to your first visit with pleasure. 


(0 Your charga-plate will be notched for use at RICES upon Your account has been arranged on the Flexible Payment Plan. 
presentation to our credit office. Downtown or Ward's Corner. (see reverse side for payment schedule) 
Statements will cover all transactions through the 
(D A charga-plate was ordered for you today and should reach of each month. 


y ithin the t da) two. 
sii nia te hace We shall endeavor to serve you to your entire satisfaction at all 


times and shall look forward to your first visit with pleasure. 
Sincerely yours, 
RICES 
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The Southwestern Pennsylvania Hospital Accountants 
Association and the Retail Credit Association of Pitts- 
burgh, Pittsburgh, Penna., will conduct a workshop on 
Hospital Credits and Collections, September 13, 1957 at 
the Graduate School of Public Health, University of 
Pittsburgh. The faculty contains many outstanding fig- 
ures in this field, such as: Francis M. Hernan, Credit 
Manager, Massachusetts General Hospital, Boston, Mass., 
J. Bilger Bronson, Credit Manager, Rochester Regional 
Hospital Council, Rochester, N. Y., William A. Regan, 
Providence, R. I., legal consultant of the Catholic Hos- 
pital Association of the United States and Canada, 
Leonard Berry, Educational Director, National Retail 
Credit Association, St. Louis, Mo., and John F. Horty, 
Jr., Director of the Hospital Law Research Study, Uni- 
versity of Pittsburgh, Pittsburgh, Penna. The guest 
speaker at the banquet to be held at Hotel Webster Hall, 
which will conclude the session, will be C. Rufus Rorem, 
Executive Director, Hospital Council of Philadelphia, 
Philadelphia, Penna. General Chairman, Frank Lauran, 
expects over 300 will attend. 


Department Store Credit for May 


INSTALMENT ACCOUNTS outstanding at department 
stores at the end of May were unchanged from a month ago, 
but continued 9 per cent above a year earlier. Collections 
on instalment accounts amounted to 15 per cent of first-of- 
month balances, the same as was reported for both a month 
ago and a year ago. Charge accounts receivable also re- 
mained at the level of the preceding month-end, but in- 
creased 2 per cent from the corresponding month last year. 
The collection ratio on charge accounts increased 1 point in 
May to 46 per cent, the same as a year earlier. Total sales 
at reporting department stores in May were maintained at 
the level of the previous month. Declines in charge-account 
sales were offset by increases in cash and instalment sales. 
Compared with a year ago, total sales were down 1 per cent, 
reflecting slight declines in cash and charge-account sales; 
instalment sales were up 5 per cent.—Federal Reserve Board. 


Positions Wanted 


Aggressive credit executive, age 45, college training, 
ten years’ experience in retail credit and collection field. 
Excellent background. Outstanding church and civic 
leader. Will relocate. Prefer South. Box 8571, The Crepit 
Wor tp. 








Canadian, age 34, married, presently employed, 12 
years’ office experience including eight years in retail 
and wholesale credit and collection work for major oil 
company. Present position involves direct supervision 
of 30 people engaged in I.B.M. retail cycle billing sys- 
tems. Wishes to relocate in the West or Southwest Unit- 
ed States but will consider offers anywhere. Detailed 
information provided on request. Box 8572, The Crepit 
Wor p. 
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JOHN A. BROOM, JR., PROMOTED 
TO COLONEL 


John A. Broom, Jr., General Credit and Store Man- 
ager, Cate-McLaurin Company, Columbia, South Caro- 
lina, was recently promoted to Colonel in the United 
States Air Force Reserve. He is President, District 
Three, N.R.C.A., having been re-elected to that office at 
the recent International Consumer Credit Conference at 
Miami Beach. Colonel Broom is a mobilization day as- 
signee at Shaw Air Force Base, South Carolina with the 
363rd Maintenance and Supply Group. In September he 
will complete 25 years with the Air Force Reserve. After 
being commissioned from the R.O.T.C. at the University 
of Illinois in 1932, at which time he also received a BS. 
degree, he has served over eight years in active service. 
During World War II he served two and one-half years 
in overseas service in the Mediterranean theater and in 
England for 15 months in 1952-1953. His decorations in- 
clude five campaign stars, American Theater Ribbon, 
African-Mediterranean Ribbon, Air Defense Medal and 
Victory Medal. Presently, Col. Broom is a member of 
the Columbia Sales Executives Club, Columbia Credit 
Manager’s Association of which he is a past president, 
and the Columbia Country Club. He is a director of the 
Crippled Children’s Association of Columbia, Chairman 
of the Board of Deacons of Eastminster Presbyterian 
Church and will be Division Manager during the United 
Fund Campaign in the fall. He is also a sponsor of the 
Credit Women’s Breakfast Club of Columbia and the 
State of South Carolina. 

The N.R.C.A. congratulates Mr. Broom on his promo- 
tion to the rank of Colonel in the United States Air 
Force Reserve. 


HATTIESBURG, MISSISSIPPI 


The Credit Associates Club, Hattiesburg, Mississippi, 
at its annual meeting held June 25, 1957, installed the 
following officers and directors: President, H. D. Arnold, 
Firestone Stores; Vice President, A. C. Glass, A. C. 
Glass Department Store; and Secretary-Treasurer, Sam 
Rees, The Credit Bureau of Hattiesburg. Directors: 
Kaiser C. Runnels, Better Savings & Loan Association; 
Lavon Thurmon, Jim Bomboy’s Service Station; Hamp- 
ton Hollingsworth, The White System; A. R. Lee, A. R. 
Lee Grocery and Hardware; and John Fishel, Citizen’s 
Bank. The officers were installed by William V. Murray, 
local attorney. 

At the meeting the five winners of the year who had 
been selected “Credit personality of the month” were 
voted on and the winner, retiring President, Kaiser C. 
Runnels, was presented with the Frank Brown Award 
and, in addition, The Credit Bureau presented him with 
a $25.00 Savings Bond. 

The club is sponsoring, for the second year, a Fall 
Home and Style Show, which is a fund raising project. 
Booths are put on display at the Community Center and 
last year 5,000 people attended. The main attendance 
prize was a free trip to Cuba. At the registration booth 
the N.R.C.A.’s booklet “The Good Things of Life—on 
Credit,” was given out along with a booklet published 
by the Chamber of Commerce. 
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Occupational Credit Risks 


Cost of living to edge higher. 

i Money to become tighter. 

~ Interest rates to climb before they fall. 

i Goal of official policy to check inflation. Have been 
able to do it in the past. Will not be done this year as 
a new spiral is underway. 

Business through 1957 and in early 1958 will be good 
but not booming. Later part of 1958 to be fairly good 
but uncertain. 

Total spending to rise gradually into next year. Much 
of this amount will be due to price increases. Purchase 
of goods and services by the consumer to account for 
most spending. 

What you have just read are forecasts by the reports. 
It is really not new as it has undoubtedly appeared in 
your local papers as well as in most business publica- 
tions. This, however, is important. Everyone of these 
items affects the structure of your business, that of the 
extension and collection of consumer credit. 

We do not propose to do any forecasting but rather to 
go back to some tested methods of evaluating the credit 
application and at the same time see what the chances 
are of collecting those past-due accounts that are pres- 
ently receiving the attention of your collection manager. 
This information was developed by Robert Hancock, 
University of Illinois, Urbana, Illinois. It is called 
“Credit Ratings of Various Occupations,” and deals 
to a major degree with the paying habits of various 
businesses or occupations. Please remember that it is 
only a general guide as obviously there will be excep- 
tions in individual cases. 

In this study, percentage ratings are calculated ac- 
cording to the following scale: good 92; fair 75; and 
poor 50. The factors were applied to the number of 
times respondents rated the various occupations good, 
fair or poor. 

This study was compiled with the help of ten credit 
bureaus in Illinois. Because of this fact, the information 
may vary to some extent in other sections of the coun- 
try. Certain conditions might possibly affect a particular 


GEORGE L. PETERSON, Executive Assistant 
National Retail Credit Association 


craft, trade, business or occupation. Generally speaking, 
we feel that it will prove an aid in the extension of 
credit as well as speeding the collection of past-due ac- 
counts receivable. 


Occupation Average 
NE er eT er 90.9 
PEG BE DIRIOEE occa k sc ccccccvesevscsecstenes 90.1 
Retail Managers (Independent) ............-..+++ee0 89.9 
Cs I: ID 6 cn neti ecccccssisseedccevesecs 89.9 
Physicians, Surgeons, and Dentists ..............-.++- 89.3 
Engineers (Chemical, Civil, etc.) ............++s+eeee 89.2 
General Farmers (Owners) .......ccccccscccccccccces 88.7 
ees eh TRE SS iis cc kcwewndacesnevesncevcsess 87.7 
Office Workers (Clerks and Stenographers) ............ 87.1 
College Professors and Instructors ...............++++: 87.0 
EE A cd eedbsal ealvntereandd accra steed 86.8 
Skilled Factory Workers ......cccccccccccsccccsccccsce 86.8 
CE CE ive scien is naetesesssseeucsesseante 85.4 
Railroad Workers (Trainmen) ...............eseseeee. 84.7 
Hotel and Restaurant Managers ............-++eeeeeeees 84.4 
COU CONE OOO 6 occ ccccccccccccsiodnnedeecsesees 7! 
DIOL, wv ccikekGevkdwecehaudeavaesencesenassesaseeuhe F 
i ie eee ie a bak abi ei oe a 82.5 
Public Officials (Federal, State, Local) ..............-. $2.1 
IED cg daviens bhesewsscndnsdivdecnsvaboks 81.5 
gee a ie as ks ee bene wieehn es thes bens 80.1 
SE CN ioc ayes a cba psudeenesesiaeantes st 78.3 
EE IEE, oi.vc 60.2 uenesdceceueneen sive waneee see 77.0 
cere aie ahd a cbt ph iekanrsadee wen wheeeeee 769 
SM CE Os eckscens ceseiaes suesdineen 76.4 
CR 5 cid in bbac nse WWecnsesenncsanvusbntensxescne 748 
ee ee en de emn duewbecswesee sural 743 
Cees TE TOD onc ccc ccccnsetvcvescesess 73.1 
pT EE er 71.6 
Soldiers and Sailors (Enlisted Men) .................. 71.0 
Unakilled Factory Workers ......cccccccsccccccccccece 70.7 
pO EE ee Le rere er re ee tr er 70.5 
OR re ee ret me ee ee 70.1 
ES ie ous open cuhe UEKSP MES CESSES Tie 69.7 
no hb n big shlie bis enn eS > Owe RUC ewes tenn 68.1 
IE ds se onidcwineeeh wedeeeeeesbeRameepaanuate 67.7 
|. os Lack anhaad obeenaluneskewh 675 
oo 2s ine nich giiemnin aaa ael PERO Seen 63.8 
lia kis ode anid nels eld moa lschth oie eee nek Nee 63.2 
NE nt bn hegunnesa saaeeeeeeebee ee nee 63.1 
ee Es | ne giice bbb wate Shed kde eee eRe ee ee 618 
INR. 5k. cus cesungtaleues basen aseaeeatwe 60.3 











Text and Reference Books Published by the 


Retail Credit Fundamentals, 390 pages 
Retail Credit Management, 477 pages 


Streamlined Letters, 497 pages . . 


Important Steps in Retail Credit Operation, 76 pages. . . 


How to Write Good Credit Letters, 128 pages. . . . ¢ 6 
Physicians and Dentists Credit and Collection Manual, 64 pages. 
Retail Collection Procedure and Effective Collection Letters, 80 pages 
Retail Credit Sales Procedures and Letters, 80 pages. . . - + - 


NATIONAL RETAIL CREDIT ASSOCIATION 


375 JACKSON AVENUE 





ST. LOUIS 5, MISSOURI 
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Following are the local units in Canada as of May 31, 
1957, the close of our fiscal year: 


Members 
Abbotsfold, British Columbia ..................... 16 
PEROT, SUE COMUUIIIIAD 6 occ cs vcbcccccctccoces 62 
RE ee eee 186 
Chilliwack, British Columbia ..................... 55 
Cloverdale, British Columbia ..................... 34 
a ee 12 
Cranbrook, British Columbia ..................... 38 
DUNN, DENOUNCE oo ccc ccc ccscccccosees 59 
aed ep eeeneatsaseneeed 222 
i Ce ccs vcndevedescuareces 15 
6 on ao vin bina taeda biewwecs.veewe 89 
NN ia puede ons Odeo neeeee 40 
NR I IO og 5 dings tin os 0's s eede sees 29 
mammpersey, Ierition Columbia ...........cccccesces 12 
I: SO CONES. oo cn ccacceesecesecceue 12 
I I hae os soa ek acca as ele oue awe a 120 
I TOO od ss swdducsedebecasds demas 66 
I Oe ace seh las ened nae hens 41 
Mission City, British Columbia ................... 27 


N.RCA. Units in Canada 


Moncton, New Brunswick ...................0000. 20 
aa. cee 2s 6 aa rh aeen 652 
Nanaimo, British Columbia ....................... 56 
North Battleford, Saskatchewan .................. 29 
os Lata nade dken stan e oKwiew sda 35 


SEE PET ET ree 118 


Pesiticton, British Columbia ..........0cccccccsscs 63 
Prince Albert, Saskatchewan ....................- 11 
Prince George, British Columbia ................. 34 
Prince Rupert, British Columbia .................. 47 
Ns cn noc an wad wadeacesev'enases 90 
PLC ECCT TTS 112 
eo. nan snc gasdebasevevas 6a 11 
SE EE RO ere 65 
I, TRUE CIID, on nc rcicccccncccensccves 18 
oy Ee ee es ae 52 
Sod ok weciea wad eae dbs 179 
hs EE ED 6 one wdc dvicsndecsssvsaees 11 
Pe I os na win n ow satearaeuaaea ee 40 
Vancouver, British Columbia .................... 746 
Pee eee 461 
Say See en era _ 6 
Nn racks ei becd sw eevenmabnaees 232 





CREDIT SCHOOL AT HALIFAX-DARTMOUTH 


Shown below is Mrs. M. E. Hanrahan, an employee of 
the Halifax-Dartmouth Credit Exchange Limited, Hali- 
fax-Dartmouth, Nova Scotia, Canada, receiving her cer- 
tificate of proficiency from Elliott Jacobs (left), Chair- 
man of the Educational Committee of the Credit Grant- 
ers’ Association of Halifax-Dartmouth and Chairman of 
the Credit School held recently in Halifax. Looking on 
is Paul J. Holland, Manager of the Halifax-Dartmouth 
Credit Exchange Limited. The recent course in “Retail 
Credit Fundamentals” conducted by the Credit Grant- 
ers’ Association. saw 72 graduates receive their certifi- 
cates at an impressive ceremony at the Lord Nelson 
Hotel. The success of the Credit School which has been 
held two straight years in Halifax has been such that 
plans are now underway to present the advanced course 
on Credit Management in the coming year. 
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CHILLIWACK, BRITISH COLUMBIA, 
CANADA 


Following are the provisional officers of the Chilliwack 
Retail Credit Granters’ Association, Chilliwack, British 
Columbia, Canada, elected recently: President, C. John- 
son, Superior Finance Ltd.; Vice President, I. Brown, 
Mc & Mc & Prior Ltd.; and Secretary-Treasurer, J. Hna- 
tiw, Credit Bureau of Chilliwack. Directors: P. Dueck, 
Dueck Building Supplies Ltd.; R. Barker, Industrial 
Acceptance Corp. Ltd.; and F. Couves, Couves Radio 
and Refrigeration. At the second meeting of the associa- 
tion held June 25, 1957, Doug Bibby of the Credit Bu- 
reau of Abbotsford spoke on the subject “The Value of 
the Small Debt Court,” followed by a discussion of 
names. Members attending were very enthusiastic about 
the meeting and many stated they benefited greatly 
from the address and the discussion of names. 


WINNIPEG, MANITOBA, CANADA 


At the annual meeting of the Credit Granters’ Asso- 
ciation Ltd., Winnipeg, Manitoba, Canada, the following 
officers and directors were elected: President, Harold 
A. Genser, Genser & Sons Ltd.; Vice President, E. G. 
Fraser, Toronto-Dominion Bank; and Secretary-Treas- 
urer, S. E. Masson, Credit Bureau of Winnipeg. Com- 
mittee Chairmen: Education, E. C. Argue, Hudson’s Bay 
Company; Publicity, L. A. Tasker, Western Finance 
Company Ltd.; Speakers, James Aitken, Brown and 
Rutherford Ltd.; Membership, E. G. Fraser, Toronto- 
Dominion Bank; Legislation, W. F. Kerby, Capital Coal 
Co.; Attendance, James Carberry, Public Finance Corp.; 
Credit Bureau, W. J. Thomson, T. Eaton Company Ltd.; 
and Inter-Association, C.C.M.T.A., Grant Murray, Com- 
mercial Credit Corp. 














Results of President's Annual Membership Drive 








J. C. GILLILAND, General Membership Chairman, 
announced that 2,002 new members were enrolled dur- 
ing the President’s annual membership drive April 15, 
1957 to Mav 25, 1957. Silver plaques which must be won 
three times for permanent possession, went to the Cred- 
it Granters Association of Victoria, Victoria, British 
Columbia, as the National unit reporting the largest 
number of new members, and District Eight represent- 
ing the group with the greatest number of new mem- 
bers in any district. 

A complete list of the winners in their respective 
classifications follow: 


First Prizes, $50.00 Each 
Members 

Up to 50,000 population 

E. E. Singleton, Credit Bureau of 
EID is osc a vionawnc een scteeewewe 135 
Up to 100,000 population 

W. G. Ellis, Credit Bureau of Victoria, 
Victoria, British Columbia, Canada .............. 265 
Up to 250,000 population 

Mrs. Horace C. Barnhart, Retail Merchants 
Association, Austin, Texas 
Over 250,000 population 

A. P. Koelling, Credit Bureau of Cincinnati, 
I, TR ne teks ode ote Oe udu ea hig 44 164 

Second Prizes, Clock Radios 

Up to 50,000 population 

Mrs. Artie L. Sugg, Credit Bureau of 
McAllen, McAllen, Texas 
Up to 100,000 population 

John T. Wilson, Retail Merchants Association, 
Eo. nh cw cu seeveeseuvbeesess 66 
Up to 250,000 population 

N. M. MacLeod, Credit Bureau of Spokane, 
Spokane, Washington 


Over 250,000 population 

J. D. MacEwan, Retail Credit Association of 
POO, PORE, CI osc ccc sesscvecesccess 75 

Third Prizes, Weather Guides 

Up to 50,000 population 

Herbert F. Abel, Credit Bureau of Miles City, 
nn SL veman Nees eh sedan susie 70 
Up to 100,000 population 

Dorothy A. Ackerman, Credit Bureau of Racine, 
et: Sn cen cheat hae e ree sawes aed 49 
Up to 250,000 population 

W. S. Asper, Credit Bureau of Salt Lake City, 
Se I, MOE Sh adv cdiraccncscksveeeqnsws 26 
Over 250,000 population 

J. E. R. Chilton, Jr., Merchants Retail Credit 
Rem, TH, WD ibk cd acces ccvseisi hoses 39 

Silver Plaques 
(To be retained one year) 

National Unit reporting largest number of 
new members 

W. G. Ellis, Credit Granters Association of 


Victoria, Victoria, British Columbia, Canada ...... 265 
District reporting largest number of new members 
RENENS SE UD Cie icunaccsdctenisctivuns 834 


Bronze and Walnut Plaques 
(To be retained permanently) 
Credit Granters Association of Victoria, 


Victoria, British Columbia, Canada .............. 265 
Credit Bureau of Orange, Orange, Texas ........ 135 
Retail Merchants Association of Austin, 

PE, SEE Ac i bdo su Os cb cdeednsaeeedbeasodaeebas 261 


Credit Bureau of Cincinnati, Cincinnati, Ohio .. 164 

Chairman Gilliland was quite enthusiastic about the 
results of the drive. He said: “Now that the 1957 cam- 
paign is over, everyone should be getting their plans 
lined up for next year. There is no reason why we 
should not enroll at least twice the number of new 
members during the same period in 1958.” 


Supplies Available from National Office 


Age Analysis Blanks . . . ... 
Credit Application Blanks. . . 


Good Things of Life on Credit (Educational Booklet) 


Stickers and Inserts. . . . . 


$ 9.50 
8.50\ Per 
18.00 ( 1-000 

4.00 


Soldiers’ and Sailors’ Civil Relief Act (Booklet) ‘ -75 each 
CREDIT WORLD Binders . .. . 


INNIRJC.A. Electes . 2 3 3 8 lt 
N.R.C.A. Membership Signs . . . . 
Pay Promptly Advertising Campaign (18 


* * * * * 


3.00 each 
a" -75 each 
; 1.00 each 
omy 3.00 each 


* * * 


NATIONAL RETAIL CREDIT ASSOCIATION 


375 JACKSON AVENUE 


ST. LOUIS 5, MISSOURI 
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Miami, Florida 


At the annual meeting of the Greater Miami Credit 
Association, Miami, Florida, the following officers and 
directors were elected: President, Carle E. Dunford, 
Biscayne Chemical Laboratories; First Vice President, 
Alexander De Marco, Family Finance Service; Second 
Vice President, David W. Cook, Hartley’s; Third Vice 
President, John Witty, Shaw Bros., Oil Co.; Secretary, 
James C. Herren, Credit Bureau of Miami; and Treas- 
urer, Ray T. Mayer, Bank of South Miami. Directors: 
James H. Callahan, Rader and Associates; William H. 
Hearne, Bureau of Credit Administration; Henry Hor- 
ton, Burdine’s; Rolf Hussman, Collins Garage; Herbert 
D. Jarvis, Burdine’s; John Lurz, Jordan Marsh; Sheldon 
Nelson, General Tire Co.; Floyd F. Pyle, United Bu- 
reau of Collections; and James W. Crawford, Railey- 
Milam. 


Kansas City, Missouri 


The newly elected officers and directors of the Retail 
Credit Association of Kansas City, Kansas City, Mis- 
souri, are: President, Clifford Fears, Macy’s; First Vice 
President, C. K. Walbert, Greenlease O’Neill; Second 
Vice President, E. J. Mulcahy, Peck’s; and Secretary- 
Treasurer, A. L. Dye, The Credit Bureau. Directors: 
William H. Carr, Skelly Oil Co; James E. Cook, Jones 
Store Co.; William Lamar, Mercantile Bank & Trust 
Co.; Anna Mae Larrance, Harzfeld’s; Charlene Robeson, 
City National Bank & Trust Co.; and Roy Werner, 
Phillips Petroleum Co. 

Immediate Past President Syril J. Jedlicka, City Na- 
tional Bank & Trust Co.; was the third generation of 
his family to serve as president of the association. His 
father, Joseph Jedlicka and his uncle, Emil J. Jedlicka 
have both served as presidents in the past. 


Boston, Massachusetts 


At the fiftieth annual meeting of the Retail Credit 
Association of Boston, Boston, Massachusetts, the fol- 
lowing officers and directors were elected: President, 
William J. Kirby, Gilchrist Co.; First Vice President, 
Alexander Harding, John H. Pray & Sons; Second Vice 
President, Josephine M. Kenneally, C. Crawford Hol- 
lidge; Treasurer, Rowe A. Gladwin; and Secretary, 
John J. Canavan, Sr., Credit Bureau of Greater Boston. 
James H. Donovan, Raymonds, Inc., was chosen as di- 
rector for three years and Helena McCarten, Massa- 
chusetts General Hospital was chosen to fill a vacancy 
on the board of directors. 

William J. (Bill) Starr was elected Secretary Emeri- 
tus of the Credit Bureau of Greater Boston. He is still 
associated with the credit bureau but, at present, is 
convalescing from a serious illness at his home, 43 Stone 
Street, Beverly, Mass. Bill, who was 85 on April 11, 
1957, has served as secretary of the association for 
the entire 50 years of its existence. He will be glad to 
hear from his many friends. 
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Abilene, Texas 


The Retail Credit Executives of Abiline, Abilene, 
Texas, has elected the following officers and directors 
for the ensuing year: President, Walter J. Richter, Main 
Finance Co.; Vice President, William H. Markum, 
Ernest Grissom’s; Secretary, H. S. Strain, Allied Credit 
Co.; Assistant Secretary, Mrs. Coralee Jackson, Lester’s 
Jewelry; and Treasurer, Wayland E. Bailey, Citizens 
National Bank. Directors: A. C. Barber, Sears-Roebuck 
& Co.; Mrs. Ruby Riddle, Lintz Department Store; H. H. 
Grubbs, D & W Tire Appliance Co.; Henry P. Thorp, 
Thorp Shoe Store; and Calvin B. Campbell, Hendrick 
Memorial Hospital. 


San Antonio, Texas 


The newly elected officers and directors of the San 
Antonio Retail Credit Association, San Antonio, Texas, 
are: President, Lee Rollins, Handy-Andy Stores; First 
Vice President, Jack Garven, Eagle Furniture Co.; Sec- 
ond Vice President, William Holmes, Wolff & Marx Co.; 
and Secretary-Treasurer, Tony Tarin, San Antonio Re- 
tail Merchants Association. Directors: Otho Griffith, 
Joske’s of Texas; Opal Petry, O’Connell Jewelry; Mary 
Graham, Maverick-Clarke; Dan LaFon, Texas Industrial 
Surveys; Van Arnold, McNeel Jewelry; Dorothy David, 
King Furniture Co.; Ephraim Arredondo, Ephraim’s 
Jewelry; Elizabeth Strange, General Oldsmobile; Ro- 
land Williamson, City Water Board; and Al Range, 
Pearl Brewing Co. 


Brownsville, Texas 


The Retail Credit Executives of Brownsville, Browns- 
ville, Texas, have elected the following officers and di- 
rectors for the ensuing year: President, A. I. Anderson, 
First National Bank; Vice President, Paul Springman, 
Springman-King Co.; Secretary, Gracie Garcia, Parker 
Oldsmobile Co.; and Treasurer, Claire Key, Credit Bu- 
reau of Brownsville. Directors: Jean Welch, Tip-O-Tex 
Chevrolet Co.; Ernesto Escobedo, John H. and Earl 
Hunter; Olin Brashear, Brownsville Savings & Loan; 
Gonzalo Gonzales, Magnolia Petroleum Co.; and A. J. 
Carnesi, First National Bank. 


Charleston, South Carolina 


At the annual meeting of the Charleston Credit Man- 
ager’s Association, Charleston, South Carolina, the fol- 
lowing officers and directors were elected for 1957-1958: 
President, Edward J. Coury, Time Finance Company; 
First Vice President, Thomas F. Ozburn, Citizens & 
Southern National Bank; Second Vice President, Kelsie 
T. Slawson, Coburg Dairy; Secretary-Treasurer, Fran- 
cis J. Oliver, The Credit Bureau. Directors: Robert N. 
Bennett, Popular Brokerage; Henry Berlin Clothing; 
Louis Lesser, Lesser-Tanenbaum Clothing; Thomas H. 
Leitch, Fort Sumter Chevrolet Co.; and Peter S. Hunt, 
Belk’s Department Store. 
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General 


QUESTION 


My most pressing problem concerns “skips.” While 
they are not too many in number, they certainly cause 
trouble. What is the best way of going about locating 
“skips”? 

ANSWERS 


H. L. Achenbach, Credit Manager, Merchants Ice & 
Coal Company, St. Louis, Missouri: In tracing skips 
I usually contact the personal reference given on the 
application. If they do not have a personal reference, 
try to locate relatives or friends. Contact their place of 
employment or former employment, also people they 
have worked with. Cover the neighborhood grocers or 
butcher shops, or other stores. Union or lodge affiliations 
are good sources of information. Try former neighbors. 
If they cannot give you the address, they might be able 
to give you the name of the moving company who 
moved them. The moving company might supply you 
with the address. Try registered mail with “return and 
receipt” requested. 


Bert B. Bateman, Chandler & Company, Inc., Knox- 
ville, Tennessee: To answer this question we must re- 
vert to the beginning of the relationship, namely, the 
opening of the account. A comprehensive interview 
when opening the account together with proper analysis 
when evaluating the account will be of immeasurable 
assistance when a skip occurs. Just a word about com- 
prehensive interviewing. By this, I mean, going beyond 
the application. You should lead and encourage the ap- 
plicant to participate in casual conversation. A vast 
amount of valuable information can be obtained in this 
manner. Obviously, you should make a mental note of 
this information and incorporate it into the application 
after concluding the interview. I suggest that you refer 
to a splendid article in The Creprr Wortp issue of March 
1955, entitled “Twenty-Five Ways to Locate Skips.” 
Also, you will find helpful, the book “How to Locate 
Skips and Collect,” by A. M. Tannrath, obtainable from 
the National Retail Credit Association. 


Audrey Harness, Little & Taylor, Victoria, B. C., 
Canada: Skips are always an added problem to a credit 
office and a collection problem. Immediately mail has 
been returned and the mailing address has been veri- 
fied for correctness, I refer to the credit application and 
the pertinent information which had been taken at the 
time of opening the account. A record of the customer’s 
home and business telephone being recorded, you can 
then telephone, providing they have a telephone. If 
they have moved you can always secure the new num- 
ber from the company to contact the customer, person- 
ally, and secure their new address. Failing the possibil- 
ity of a residence telephone contact, try their place of 





employment. Here again, if they have left this employer, 
management is usually cooperative in supplying what 
information is available in regard to the new employer's 
name or their new residence, either local or out-of- 
town. From this information you then can start a fol- 
low-up either through your own credit office or if 
another town through the credit bureau. A derogatory 
report should be filed with the credit bureau immediate- 
ly. Information available through employer, is always 
an excellent follow-up through the “in-laws,” on both 
sides, providing this information is available on the 
credit report. This assumes you have secured a complete 
and comprehensive report at the time of taking the 
application. 


Mrs. Una Pearson, Pearson’s, Fort Smith, Arkansas: 
“Skips”—this question comes to my mind, “If we can’t 
obtain a permanent address of relatives on both sides 
and the person has not been located any length of time 
—in other words, moving from here to there—and his 
employment is unsteady, is he a good credit risk to 
begin with?” Having his present employment helps in 
locating him as the employer usually knows where he 
has obtained employment elsewhere. Our credit bureau 
is an excellent source—along the line somewhere some 
one of his creditors is going to know some unknown 
fact and perhaps his whereabouts. Being located near 
Fort Chaffee naturally we have army personnel on ac- 
count. We obtain parents on either side and if they 
“skip” we not only have access of their forwarding ad- 
dress through United States Adjutant General but 
should they be discharged we have their permanent 
address. “Skips” have never been much of a worry with 
us; but when the occasion arises and these sources have 
been exhausted we immediately submit to our local 
credit bureau for collection. Most usually this type 
of person will seek credit in another city and our credit 
bureau will learn their address. 


V. E. Rasmussen, Evergreen Cemetery Company of 
Seattle, Seattle, Washington: The most sure way to lo- 
cate a skip is, that the account has been properly opened 
at its inception. In other words, if a complete credit 
application is received it will be of material assistance 
in locating a skip, should such a necessity arise. When 
a skip appears on your books you should use a sys- 
tematic procedure in trying to locate the creditor. For 
this purpose, I feel that a check-list is most advan- 
tageous. The items enumerated below would not be 
applicable in all cases but a complete list is of value. 

1. Send out letter to last address with the notation 
on the envelope “Form 3547 Requested.” 

2. Check your city directories, reverse telephone 
directories and phone books in your immediate vicinity 
and adjacent towns. 

3. Telephone neighbors in immediate vicinity of last 
known address. 


CREDIT WORLD August 1957 29 








4. Call “Information” for possible new listing. 

5. Check your credit bureau and use their locating 
service. 

6. Again check your complete credit application, con- 
tacting all persons mentioned therein, such as employer, 
relatives, friends or credit references given. 

7. Send registered letter to last address with notation, 
“Deliver to addressee only and advise where delivered.” 

8. Letter addressed just to “Occupant” using last 
known address, requesting information concerning prev- 
ious occupier, enclosing self-addressed envelope. 

9. Check with utilities such as water, light and gas 
for new address. 

10. Check with police records, moving companies 
and real estate firms. 

11. Personal contact with neighbors and local stores 
in vicinity. 

12. Schools and churches in vicinity also may be a 
source; also route men in this territory, such as post- 
men, laundry drivers, milkmen and newspaper delivery- 
men. 

13. Check with trade unions if creditor was a mem- 
ber of such. 

14. If creditor lived in housing project, check through 
business office for information. 

15. Check courthouse records, property transactions, 
such as chattel mortgages, etc. 

If unable in locating creditor, account should be 
left with credit bureau in their “locate service” as they 
may, in time, have a referral from some other locality. 


Newspapers and Publishers 


QUESTION 


Collection problems seem to be increasing. I would 
like to ask the panel how old should an account be 
before starting the collection follow-up? 

(a) Classified Ads? 

(b) Display Advertising? 


ANSWERS 


A. W. Blieszner, Credit Manager, The Pittsburgh 
Press, Pittsburgh, Pennsylvania: We begin our auto- 
matic follow-up on Transient Classified Advertising 
with a first reminder mailed within two weeks of the 
billing date. Thereafter, we send a collection letter 
spaced at about two-week intervals for a three month 
period. Before the end of the fourth month a final letter 
is sent. If this does not bring results and the balance is 
$4.00 or more, the account is placed with the collection 
division of our local credit bureau. The others are 
charged off as a loss. Of course, where the size of the 
balance warrants, accounts are also singled out for 
personal attention and telephone collection follow-up. 
Any display or monthly billing advertising account, still 
unpaid by the 25th of the month in which it is billed 
receives a first reminder. We send at least one automatic 
collection letter every month until paid, but depend 
mostly on personal attention and telephone collection 
follow-ups on these accounts. 


Henry G. Baker, Manager of Credits and Collections, 
The Daily Oklahoman-Oklahoma City Times, Oklahoma 
City, Oklahoma: There are many answers to the ques- 
tion and each one is important. On Transient Classified 
ads we try to follow up with a phone call within 10 to 
14 days from date of expiration. We get some static at 
times, but it is easily explained that this was accepted 
as an accommodation charge and that it is due upon re- 
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ceipt of invoice and we usually get a check in the next 
day or two. If they are unable to pay at this time, we 
get a definite time when to expect payment. If we are 
unable to make contact by phone, a second notice is 
mailed. We have a 30-day file for approved transient ac- 
counts where we file the invoices and mail them at the 
end of each month so our “follow up” system is not 
rigid. If these accounts are not paid by the 15th of the 
month, they are either called or a second notice is 
mailed. If not paid by the end of the month advertising 
is refused. Some Contract Classified accounts are billed 
weekly and some on a monthly basis. Some advertisers 
request a weekly billing, but most of them are billed 
weekly, at our request, as their credit is questionable. 
We expect the weekly accounts to pay in the week fol- 
lowing the billing. We seldom permit an account to get 
more than three weeks past due. On monthly accounts 
an “account rendered” statement is prepared by our 
IBM accounting department on all accounts that are un- 
paid on or about the 15th of the month. We check these 
statements carefully and most of them are mailed with 
a rubber-stamped statement that all monthly accounts 
are due and payable, in full, within 10 days from date 
of billing. We seldom accept advertising from an ad- 
vertiser when the account has run 60 days and is 30 
days past due. This may seem a little on the short side, 
but when the terms and conditions of our contracts are 
explained, little, if any, business is lost. Display ad- 
vertising is billed on the same basis as Contract Classi- 
fied and the same “follow-up” method is used. 


A. R. Peterman, Cleveland Plain Dealer, Cleveland, 
Ohio: We bill strictly weekly on Transient accounts 
and follow up with a statement if not paid after the 
20th day. We then follow up every 15 days, thereafter, 
for four and a half months. If the account is still unpaid 
after that period we then send a series of three attorney 
letters; if still no results, we turn them over to our 
local credit bureau for collection. We have had good 
success with above system. As a matter of fact, our 
losses in 1956 on transient advertising was 1.13 per 
cent. We charge off to Profit and Loss at seven months. 
On “Display” and “Classified” advertising contracts we 
have four different terms—prepaid, deposit, weekly and 
monthly. On every new “Display” or “Classified” con- 
tract we get either a “Dun and Bradstreet” report or 
a special report from our credit bureau. These accounts 
are followed up with statements, telephone calls and 
sometimes by a personal visit, depending on the cir- 
cumstances. We have no special charge-off time on 
display and contract advertising contracts. 


Frank A. Schnell, Credit Manager, Olean Times 
Herald Corporation, Olean, New York: It has been our 
experience that when an account is kept current, the 
advertiser is always in a position to buy more advertis- 
ing and contrary-wise when an account is past due the 
advertiser is more reluctant to add to his account. For 
these reasons we would like to start follow-up collection 
procedure just as soon as an account becomes more than 
30 days past due. In the procedure of collections our 
classified ledger accounts are treated the same as our 
display advertisers in that they are billed once a month 
and the same follow-up system, which will be described 
later is used for this form of advertising. Now, for 
transient accounts. After the first billing three notices, 
each on different colored paper, are sent with appropri- 
ate spacing of time between them. After this, telephone 
calls are used and if no response is received a final card 
is mailed which states that the classified manager went 
out on a limb in recommending credit and is now re- 

















ceiving no small amount of criticism. Then, a letter is 
sent out from a “dummy” collection system. In the 
event that these methods do not pry the money out of 
the customer we charge off the account and ban the per- 
son from future use of credit. In the matter of collect- 
ing at this time, that is when the account becomes 30- 
days old, the collector calls on the account, or, if the 
account is out of town, a letter is written. Of course, in 
some instances, the advertiser will show some resistance 
and it is here that the advertising solicitor, if he is 
familiar with the account, may be able to put in a good 
“pitch” for the collection department. Also, if the adver- 
tising department is appraised of the delinquency he 
can refer the customer to the credit manager when he 
comes in to buy more advertising. The credit depart- 
ment can then meet him in his own surroundings. 


Consumer Finance 


QUESTION 


Is there any distinct trend towards pyramiding of 
loans? If so, how can they be controlled? 


ANSWERS 


M. L. Goeglein, Pacific Finance Loans, Los Angeles, 
California: Our experience indicates that there is no dis- 
tinct trend toward pyramiding of loans. In fact, we find 
that the reverse is true. Sound credit policies are basic 
in the lending operations of the vast majority of lenders. 
Our industry associations, at the state and national 
levels, have had a great hand in promoting sound credit 
policies and practices throughout our industry. Consum- 
ers are well informed today concerning the choices avail- 
able to them in a competitive industry, so there is much 
less opportunity to retain a customer in the face of poor 
service and unsound credit practices such as pyramid- 
ing. Furthermore, pyramiding and other unsound credit 
practices result in abnormal operating costs and exces- 
sive credit losses which cannot be absorbed under pres- 
ent-day operating costs. The current tight money market 
has resulted in a general upgrading in the selection of 
credit risks which certainly discourages any pyramiding 
or other unsound credit practices which may prevail. 


Paul L. Selby, Executive Vice President, National 
Consumer Finance Association, Washington, D. C.: It is 
my observation that there is no trend towards pyramid- 
ing of loans. The consumer finance companies have been 
attempting to overcome this problem. It has been a prob- 
lem in certain areas of the country since the end of 
World War II. When pyramiding of instalment loans 
does occur, it results in an increased delinquency rate, 
greater difficulty in collections and is an extremely bad 
public relations situation. A continuing effort is being 
made to persuade lenders that pyramiding of loans is 
bad practice for the lender and for the borrower. All 
loan exchanges and most of the credit bureaus have 
been alerted to the problem and the implications in- 
volved. Many loan exchanges limit the number of loans 
to a borrower and impose penalties upon members who 
violate. However, we believe that the best method of 
overcoming the practice of multiple loans to the same 
borrower is a widespread public relations effort to bring 
to the attention and to enlist the cooperation of granters 
everywhere in putting an end to the pyramiding prob- 
lem. We believe that real progress is being made and we 
give substantial credit to the granters who. have joined 
in this widespread voluntary effort to eliminate pyramid- 
ing and overloading of borrowers. It seems to me that 
this is the answer to the problem. 
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Have You Changed Your Address? 


If so, you can ensure delivery of The 
CREDIT WORLD to the correct address by 
filling in this form and mailing it to National 
Retail Credit Association, 375 Jackson Ave- 


nue, St. Louis 5, Missouri. 
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A MESoAGE 
FROM THE PRESIDENT 


| ieaores OF YOU who had the privilege of attending the 43rd Annual Inter- 

national Consumer Credit Conference held in June at Miami Beach, Flor- 
ida, will, I am sure, agree with me that it was one of the most efficiently 
handled conferences that has been held in many years. The combined staffs of 
the three organizations gave us something new and, in my opinion, much 
superior to anything we have had in the past in the way of staging and timing 
the programs and meetings. I would like to see this innovation continued and, 
if possible, improved upon in the coming years. 

This conference was just another example of the fine things that can be 
accomplished not only through cooperation of our three organizations but in- 
dividuals as well. When we can all forget our own selfish interests and work 
harmoniously together for the common good of all, then we shall make our 
communities and the world a better place in which to live, work and be happy 
together. 

As your President during the coming year I intend to exert every possible 
effort to bring about this cooperation on a local and district level and to assist 
in continuing the progress of your National Association in increasing member 
ship, furthering education and public relations. I will also continue relentingly 
our efforts to improve and protect the retail credit structure and collection pro- 
cedure through passage of adequate legislation, both State and Federal. In 
addition, I will try to find more and better ways in which to serve our members 
and to obtain facts and figures that will make us all more efficient in carrying 
out our obligations to ourselves, our firms, and the general public. 

We are living in an age of fast and radical changes especially in the world of 
business and economics, and if we are to keep abreast of the times, we must 
work together, forgetting petty jealousies and differences and ever be alert 
to changes and new activities. 

The Crepir Wor.p, the only publication serving the entire field of retail 
credit, will be the medium used to pass current information, ideas and warn- 
ings on to you. So, read it thoroughly and pass it along to your associates. If 


and when you have anything to contribute, please submit it to the National 
Office. 


We should look forward to a time when all of our local credit bureau organi- 
zations, local credit associations and credit executives are able to work to- 
gether with the harmony and efficiency of our National offices and personnel. 


Chay oboe 


President 
Netional Retail Credit Association 
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